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Stores Recommend 
“Big Jo” Flour 


* Pictured here are 27 of the more than 60 stores which recomm?nd and sell Big Jo 
four in Stevens Poini and vicinity. They are supplied through the Pagel Milling Co. 


Over 60 Stevens Point 


‘“‘We consider the Big Jo account as one of the most valuable as- 
sets of our business,” says Herman Pagel of the Pagel Milling Co., 
Stevens Point, Wis. ‘Year after year, it has won new friends for 
us and for our dealers. Best of all, the quality of Big Jo is so uni- 
formly high that we have never lost a customer because of any 
complaint about this flour. Big Jo has put pleasure as well as profit 


99 
into our flour business. 


Big Jo Flour has been sold in Stevens Point for over four 
decades, the last 23 years by the Pagel Milling Co. More proof 
that Big Jo really is ‘Best in the World’’. 


WABASHA ROLLER MILL Co. 
WABASHA MINNESOTA, U. S. A. 
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“It Will ‘Pay-To’ Trade With Paetow”’ 


Brewers Grains 
Malt Sprouts 
Millfieeds 
Linseed Meal 
Soybean Meal 
Feed Barley 


Screenings 
of all kinds. 


*Central Retail Feed Dealers—We welcome you 
to Milwaukee and invite you to visit us at our 
headquarters at the Schroeder hotel during the 
convention. 


Send for our regular daily and weekly quotations. 


FEED-GRAIN 
SCREENINGS 
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Marblehead ‘98” 


@ Pulverized Calcium Carbonate 


packed in multiple paper bags 
machine sewed 100s and 50s. 


Marblehead Limestone Grits 


@ Packed in 100 Ib. osnaburg bags. 


Turkey to Chick size. Special 
Canary size for starter and 
growing mash trade. Lime- 
stone grit the best for supply- 
ing ca'cium for egg shell mak- 
ing and bone builder for baby 
chicks. 


Marblehead Lime Ration 


@ Under laboratory control. 96% 


through 200 mesh screen, pure, 
white, better than 98.3% cal- 
cium carbonate. Packed in 
heavy toweling bags. Feeding 
directions printed on _ every 
sack. 100 lbs. net weight. 


MARBLEHEAD Lime COMPANY 


160 N. LaSalle St. 


MINERAL MIXES 
MINES 
FEED MINES 


Stock up 
now for 
the Chick 
Season 


Chicago, Ill. 


ARCTIC 


Cod Liver Oil 


' Production as well as pro- 
tection is what Arctic Cod 
Liver Oil affords. Order out 
a drum of Arctic today and 
meet America’s most de- 
pendable oil for poultry and 
animal feeding. 


63c per gal. is the price. 


(F. O. B. Milwaukee) 


La BUDDE FEED & GRAIN CO. 


MILWAUKEE, WISCONSIN 


Grain 
Merchandisers 


MAIN OFFICE 
MINNEAPOLIS 
MILWAUKEE, WIS. 

Green Bay Chicago Buffalo 
Duluth Toledo Albany 
Portland Omaha New York 
San Francisco Ogdensburg Boston 


STANLEY’S 
CROW REPELLENT 


THE STANDARD FOR OVER 20 YEARS 


Protects the farmers corn crop from Crows, Pheasants, Black- 
birds, Larks and all other corn-pulling, birds and animal 
pests such as Moles, Gophers, Woodchucks, Squirrels, etc. 


= LIST PRICES 
(1 uart) Enough for 
Crow 2 bushels of seed. $ 1 yb 
©) 
(1 Pint) Enough for 
Saxe 2 bushels ot’ seed. 1.00 
LI (% Pint) Enough for 
ReSAVESc 1 bushel seed. .60 
FROM YOUR JOBBER OR 


DIRECT FROM US. 


Manufactured only by 


The Cedar Hill Formulae Co. 


P. O. Box 1129G New Britain, Conn. 


t him out 
is quick 


THE FEED BAG—MAY, !°36 


Page Five 


if 
|| 
vor = 
POULTRY 
size 
SQ 
SS 4 
= 
No, lmnot. \of th 
dead, but what 
ig that stuff? 
ae 


Dairymen, poultrymen, hog raisers, breeders—all are joining up 
with the big parade of Larro high quality feeds. The demand for 
these better products is making new records every day. For now, 
more than ever before, these feeders realize that Larro Feeds 
mean greater profit for them. They’re buying them—using 
them—coming back for more! 


Greater acceptance and steady repeat sales are building up 
business, goodwill and profit for the wise feed dealer who sells 
Larro Feeds. Bring the parade down your street! Drop us a card 
today—we’ll quickly show you how to make that parade stop right 
in front of your place of business! 


The Larrowe Milling Company, Detroit, Michigan 
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MILWAUKEE, WISCONSIN 


DAVID K. STEENBERGH, Managing Editor 


Volume Twelve 


May, 1936 


Number Five 


Burlingame Lets Customers Dictate 


His Merchandising Policies 
Profits by Giving Them What They Want 


66 EOPLE are peculiar about 
their animals and poultry,” de- 
clares Lloyd H. Burlingame, 
feed dealer of East Providence, 

Rk. I. “Suppose one man has a hundred 

strong, healthy chicks and another has 

a hundred scranny, sickly ones. Both 

use the same feed. The first man finds 

that his chicks grow rapidly, the second 
finds that his do not. The first one 
cannot speak too highly of the feed he 
is using, the second says that it is no 
good and points to his chicks to prove 
it. The trouble was with his chicks 
in the first place but he ignores that 
fact. Later, he has a hundred good 
healthy chicks, feeds them on a dif- 
ferent feed and is convinced this other 
feed is much better than the first.” 
Handle What They Want 

It is because people are this way 
that Mr. Burlingame believes the best 
way to hold business is to sell cus- 
tomers exactly what they want without 
trying to persuade them that something 
else is as good or better. Some custom- 
ers go so far as to have their own for- 
mulas mixed. ‘To satisfy them, Mr. 

Burlingame has a mixing plant and 

will produce any formula desired. 

Some customers will have a formula 
mixed and decide the feed is no better 
than they have been using. They, ac- 
cordingly, go back to their old feed. 

Some use the formula for a while and 

then go back. Others will continue to 

use the formula all the time and are 
certain that they have something better 
than anyone else. There are some for- 
mulas which the firm has been using 
for years—those which it has worked 
out itself to fit some special require- 
ments and which certain customers like. 
Answer for Everything 

Any customer who comes into this 
establishment -has the choice of the 
branded feeds sold, the private formulas 
of the firm, or. any special formula the 
customer wishes to try. If the best 
results are not being secured, the cattle 
or the poultry owner is likely to want 
to change the feed. The average cus- 
tomer seems to consider the feed first 
and any other condition afterwards. In 
fact, many of them would resent any 
suggestion that it was not the feed 
which is at fault. 

“If all customers were experienced 
with live stock,” Mr. Burlingame ex- 


plains, “if they were well informed, if 
they were all experts, this state of af- 
fairs would probably not exist at all. 
The facts of the matter, however, are 
that they are not. Since 1930 there 
have been many men who have lost 
their jobs. ‘lhey may have been me- 
chanics; they may have worked in of- 
fices; they may have been clerks in 
grccery stores or followed most any 
other occupation. They are not experi- 
enced, expert farmers. 
New Farmers Experimenting 

“These men have bought little farms 
and gone into the poultry business or 
have bought a few cows and are selling 
milk. The whole thing is an experi- 
ment with them. As soon as business 
conditions become better and they can 
go back to their old jobs, many of them 
will do so. In the meantime, they are 
doing the best they can to make a liv- 
ing. They are experimenting. Some- 
body tells them of a fine formula for 
feed and they want to try it. This 
class of business reaches considerable 
proportions and is well worth having, 
at least so long as these people can 
pay for feed. They are likely to trade 
with a concern which does not try to 
discourage them from experimenting. 

“These people are getting their in- 
formation from the farm papers they 
read, from what county agents tell 
them, from what their friends tell them. 
Some of them become really successful 
and remain in the business permanently. 
Their enterprises grow and their busi- 
ness becomes more and more valuable 
as the years go by. At the start, how- 
ever, these people are likely to want 
to try many different methods and 
ideas. They must be catered to if their 
business is to be retained. 

“There are also, of course, experi- 
enced dairymen and poultry men who 
have ideas of their own, their own 
special mixtures, their own prejudices. 
These men like best, those feed dealers 
which do not strive to change their 
ideas. They are sure they know their 
own businesses and it is up to the feed 
dealer to give them what they want.” 

Recognizing these facts, Mr. Burlin- 
game has decided it is not the best 
policy to push any particular brand to 
the exclusion of others. Therefore, he 
does not push his own mixtures. If 
people want to buy them he is glad to 
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sell them to these customers. If they 
want some nationally advertised brand, 
he is just as well pleased to sell that 
to them. In short, it is his aim to sell 
them exactly what they want and he 
finds that this policy does hold cus- 
tomers and that it attracts customers. 
Stresses Personal Contact 

Personal contact with the customer, 
Mr. Burlingame believes, is of supreme 
importance. He finds that this personal 
contact with customers pays better than 
any other kind of business-getting effort 
that can be used. 

For the past six years, he has occu- 
pied one of the best locations in the 
state for doing a feed business under 
present conditions. Near main _ high- 
ways, but off the traveled streets, is a 
siding at the building where freight 
cars can be spotted and unloaded di- 
rectly into the warehouse. There is 
ample parking space for customers and 
because of the excellent highway sys- 
tem in this section customers can reach 
the place quickly from their farms by 
automobile. 

In this section of New England, the 
dairy and the poultry business is grow- 
ing. There is every reason to believe 
that it will continue to increase. The 
milk control law, which has been given 
a trial with such good results that it 
has been re-enacted, has, apparently 
proved of real benefit to dairy farmers. 
At any rate when it was a question of 
whether or not the Rhode Island gen- 
eral assembly would extend it, there 
was a rallying of forces to have it con- 
tinued. Under this bill a commission 
of five consisting of a representative of 
the milk producers, a representative of 
the distributors, a representative of the 
consumer, the commissioner of agricul- 
ture and the commissioner of health, is 
given wide powers. 

“If this law continues to prove as 
advantageous as its advocates claim, 
then it can be expected that the num- 
ber of cows in the state will .continue 
to increase,” Mr. Burlingame = said. 
“This means an increase in demand 
for cattle feed.” 


HENRY LEIMGRUBER, 69, identi- 
fied for years with the Tell City Flour- 
ing Mills, Tell City, Ind., passed away 
April 7. “ 
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INDIANA 
Feed and seed dealers of southern 
Indiana met April 8 in the community 
room of the First National Bank build- 
ing to discuss a program for obtaining 


better seeds for the farmers. P. B. 
Curtis and A. S. Carter, seed commis- 
sioner’s office, Purdue university, were 
the principal speakers. 

H. L. Rogers has resigned his posi- 
tion as manager of the Bashore feed 
store, Akron, Ind. 

Maurice Staller, Fowler, has installed 
a feed mill. 

L. G. Hanna, 73, who for more than 
25 years operated the Hanna feed store, 
Logansport, passed away at the home 
of his step-daughter in Hammond re- 
cently. 

L. L. Regenes, Claypool, has taken 
over the Akron feed mill, Akron. 

Sharp & Overman, McGrawsville, 


Ind., are building a new warehouse for 
handling farm machinery. 

Joseph Boyer has purchased the Pure 
Ice & Milling Co., Knightstown, from 
R. R. Morgan. 

L. R. Burmfiel is building a new flour 
mill at Metamora. 

Petersburg Milling & Grain Co., 
Petersburg, operated by Hooker White- 
lock and his son, Myron, have taken 
over the Whitelock Milling Co. plant 
and are operating both establishments. 


WESTERN DEALERS MEET 

J. Clyde Smith, Grundy Center, Ia., 
was reelected president of the Western 
Grain & Feed Dealers association at 
the annual convention of the organiza- 
tion held April 22 and 23 at Sioux City, 
Ia. R. C. Booth, Cedar Rapids, was 


chosen vice president, succeeding J. H. 
Columbus Junction. D. O. 


HELP YOUR CUSTOMERS 
COCCIDIOSIS! 


Houston, 


Dr. Salsbury’s 
PHEN-O-SAL 


The old reliable standby 
in tablet form. Used in 
the drinking water Phen- 
O-Sal Tablets form a pure 
medicinal fluid that com- 
bats the deadly coccidi- 
osis germs, gently heals 
the inflammation, and 
soothes the sore tissues. 


Recommend Early 
Pox Vaccination 


Chicks should be vacci- 
nated from six to twelve 
weeks old. Dr. Sals- 
bury’s Fowl Pox Vaccine 
produces permanent im- 
munity against Pox, 
Cankers, Colds, Roup, 
etc. Gives you a nice 
profit too! 


eceoeeeil Dr. Salsbury’s R A K 0 S 


The Dependable Liquid Treatment 


When your customers want a liquid treatment for 
Coccidiosis— one that is convenient and effective to 
use with ground grain or other scratch feed —it will 
pay you to be prepared to supply these customers with 
Dr. Salsbury’s RAKOS. For Dr. Salsbury’s Rakos is a 
a combination of strong acid medicines with astrin- 
gents and antiseptics in concentrated liquid form. It 
renders the bowel contents acid in a short time, con- 
stricts the blood vessels to stop bleeding, and kills the 
coccidia. Furthermore, it helps to increase the appe- 
tite and aids digestion, and helps to restore good health 
and vitality. It is especially helpful in stubborn or 
chronic cases. 


You owe it to yourself to stock Rakos, and to recom- 
mend it just as soon as the first symptoms of Coccidiosis 
appear. You will win the everlasting gratitude of your 
customers and build yourself a steadily increasing, 
profit-making repeat business. 


DR. SALSBURY’S LABORATORIES 


Home Office... Charles City, lowa 


Eastern Branch Harrisburg, Pa. 
Western Branch Pomona, Calif. 
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Milligan, Des Moines, was reelected 
secretary. Two resolutions were adopted 
at the convention. In one of them the 
dealers filed protest against the Com- 
modity Exchange Act now pending in 
congress on the grounds that it Would 
sponsor unfair trade practices if put into 
effect. In the other resolution it was 
urged that foreign commercial trucks 
traveling into Iowa or across the state 
be obliged to contribute toward the con- 
struction and maintenance of highways 
in a special tax. More than 250 persons 
attended the convention. 


WEST PENN Feed & Milling Co., 
West Brownsville, Pa., has purchased 
the entire stock and equipment of John 
B. Spriggs & Sons, Washington, Pa., 
and will operate it under the name, 
West Penn Feed & Grocery Co. 


DAVID DARRELL TENNEY, 
president of the Tenney Co., Minneapo- 
lis, Minn., died recently in a _ hospital 
after an illness of several months. He 
was 58 years old. 


MICHIGAN 

St. Charles Flour & Feed Co., St. 
Charles, was destroyed by fire recently 
with loss estimated at $9,000. 

Herbert J. Hoenig has announced the 
opening of a new seed store at Bliss- 
field. 

R. S. Brosseau, owner of the Three 
Rivers feed and seed store, Three 
Rivers, has purchased the farm imple- 
ment agency from E. T. Store and will 
operate it in connection with his present 
business. 

Porter-Howell grist mill, 85-year-old 
landmark at Cedar Springs, was des- 
troyed by fire April 8. 

Thomas Collen, Flour & Feed Co., St. 
Charles, has reopened for business, fol- 
lowing the fire which destroyed his 
plant recently. 

Standard Grocer & Milling Co., Hol- 
land, is remodeling its plant and will 
build two additions. 

C. H. Runciman who operates a large 
grain and bean elevator at Lowell, and 
former president of the Michigan Bean 
Shippers association, has been appointed 
a member of the state emergency relief 
commission by the governor. 


OHIO 

Martin Verburg has opened 
Marion Feed & Seed Co., Marion. 

Ubiko Milling Co., Cincinnati, has 
opened a branch warehouse at Hills- 
boro. 

_ Reading feed mill, Reading, has been 
incorporated by William, Frank and 
Mary Flege. 

James Hewitt has opened a new seed 
store at Ashtabula. 

Allen & Wheeler Co., Troy, in the 
elevator business since 1848, has been 
dissolved. 

Red mill, Elyria, has been incorpor- 
ated by J. W. Dilgren and Samuel 
Deutsch. 

Sugar Ridge Grain Association ele- 
vator, Dowling, was destroyed by fire 
recently with a loss estimated at $20,000. 

Holbein Implement & Supply Co. has 
taken over the business of the City Hay 
& Grain Co., Zanesville, and will oper- 
ate both plants. 

Wise Grain Co. has taken over the 
Buckingham Milling Co., Bellevue. 

William H. Persinger, well-known 
elevator operator of Sydney, passed 
away as the result of a heart ailment 
April 7. He was 62 years old. 


the 


Overcome Competition of Chains 
By Utilizing Your Advantages 


Personalized Service Your Biggest Asset 


OES the clank of the chains 
D rattle in your ears as your best 
customers drive down the street 
and pick up purchases of poul- 
try mashes and other feed products that 
ordinarily would have been bought from 
you? Is there any way in which you 
can outwit this competition which uses 
the incentive of low prices to lure the 
farmers away from you and sell them 
other items not related to the feed busi- 
ness on which to make a profit that 
will absorb the cost of “loss leaders”? 
These are the burning questions in 
the retail feed industry as the inroads 
of the chain store continue to increase. 
If you have been fortunate enough to 
escape this competition, take a look at 
the situation from the chain’s angle. 
Feeds Bring in Farmers 

Up until recent years the chain stores 
confined themselves to groceries in the 
small towns. Then they realized the 
possibility of increasing their business 
by attracting more farm customers to 
their establishments What type of pro- 
ducts would appeal mostly to the far- 
mer and bring him and his family to 
the store? Feeds were the answer. 

It was not long after this decision 
was reached by the chain executives 
that bags of poultry and dairy rations 
stood in imposing arrays upon the side- 
walks of the small town in front of 
the chain establishment. And _ dis- 
played in figures that could be seen 
for a distance of almost a block were 
price cards stuck in the sacks. The 
prices, naturally, were so low and at- 
tractive that the impoverished farmer 
could not resist them. 

They came to the store to buy the 
feeds, were attracted by the displays of 
other merchandise and were induced to 
buy more than they originally intended. 
What did the chain store care if no 
profit was made on the feed or a loss 
was taken? It was attaining its ob- 
jective of bringing more persons to its 
store and selling more products on 
which there was a good margin. The 
feed was the “bait” that lured them in. 
Cut prices constituted the fulcrum that 
pried customers of long standing away 
from their established dealers. 

Meeting Prices Suicide 

Feed men realized that meeting the 
chain store price was nothing short of 
suicide. Feeds were their stock in 
trade. They had to get a profit on it 
or close their doors. Some of the deal- 
ers did cut their prices and soon rea- 
lized that they had to find other means 
of meeting the competition or go out 
of business. 

Happily, the picture today is not as 
bad as it appeared when the chains first 
decided to handle feeds. The modern, 
wide-awake dealer realizes that he pos- 
sesses advantages which can be used 
effectively against chain competition in 
the feed business. 

The hired chain clerks, trained in the 
art of moving groceries off the shelves, 
are rarely in a position to do anything 
for the farmer except ringing up the 


cash paid for the feed and loading it on 
his truck. They have no. opportunity 
to spend time out in the territory con- 
tacting the rural patrons and helping 
them with their feeding problems. Their 
bosses would hardly insist on them 
doing this, because such a service would 


HOSE who have felt chain 
T store competition in feeds 

will realize the reason 
when the report of one of the 
chain executives for Wisconsin 
and upper Michigan is consid- 
ered. The chain’s feed business 
in this territory for 1935 was 
double that of 1934. Although 
the chain official deciared it was 
contrary to the firm’s policy to 
qucte the exact figures, the big 
increase in sale in one year is 
an indication of the inroads the 
chains are making into the feed 
retailing field. They will con- 
tinue to grow in the business as 
long as feed dealers remain lax 
in utilizing their merchandising 
and service advantages. 


increase the loss the chains are already 
taking on the feeds used for the pur- 
pose of “leaders”. 


Use Your Advantages 


The chain store problem is not a 
hopeless one for the feed dealer who 
is willing to get out and work. First 
of all, he can take a few lessons from 
the competition. The chains take great 
pains to display feeds where custom- 
ers can see- them. ‘The dealer can do 
this too—put his sacks out front on 
the sidewalk, in the windows and in at- 
tractive arrangements inside of the 
store. Chain store clerks make sug- 
gestions to move more groceries and 
other items dispensed by them. The 
feed dealer, too, can train his sales 
helpers to be more than mere order 
takers. Brown, the farmer, may come 
into the feed store for a bag of poultry 
mash but a good clerk will adeptly try 
to sell him oyster shell, poultry rem- 
edies, hoppers, and other products 
which a chicken farmer naturally needs. 
These “plus sales” constitute a big fac- 
tor in the profit column at the end of 
the month. 

Personal Contact Valuable 

Another big advantage which the 
chain stores will never be able to over- 
come as long as human nature remains 
immutable is the opportunity for per- 
sonal contact. People will seldom ob- 
ject to paying additional for the things 
they purchase if the person with whom 
they are dealing makes shopping pleas- 
ant and gives them the assurance that 
he has their interests at heart. 

The better feed dealers get away from 
their offices frequently: and work their 
territory. They follow up on an initial 
order of feed to see how the new cus- 
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tomer is getting along with it. They 
take time out to help cull poultry flocks, 
advise the farmer on problems of feed- 
ing and management, and encourage 
them to keep records of production. 
They take a genuine interest in im- 
proving the dairy herds of their com- 
munity and increasing the profits of 
the owners by showing them how they 
can increase the milk yield. 

Chain stores can’t afford to go to all 
this trouble. As mentioned before, the 
price on their feeds is so low that ad- 
ditional expense would further increase 
the losses already taken. Somewhere, 
the line must be drawn. 


Specials Bring in Trade 
Chain stores find it profitable to fea- 


ture frequent “specials”. The feed 
dealer can do this, too. He may be 
overstocked with certain items that 


would be far more helpful to his busi- 
ness if turned over into cash without 
a profit rather than remaining on the 
shelves as so much tied up working 
capital. The specials can be featured 
in advertising and displays. As they do 
in the chain stores, they will attract 
trade into the feed dealer’s plant, where 
he has a good opportunity to swing 
them to other items. 

Lastly, the feed dealer should inject 
his personality into his business. The 
chain is a cold cog in a vast system 
of establishments where price is the 
one big advantage. On the other hand, 
the dealer is a permanent member of 
his community, a tax-payer that helps 
support it. He should not miss the 
opportunity to take an active part in 
farm meetings, country fairs, and the 
other routine events of rural life. He 
should be known as “Jim,” the feed 
man, and not a tag with a number on 
it. 

Yes, there are many other means of 
overcoming the growing menace of 
chain competition besides meeting the 
price. The advantages that the estab- 
lished feed dealer enjoys will hold his 
trade if he will make the most of them 
and not shirk from a little extra work. 
If he will plug constantly the rattle of 
the chains which now grate on his ears 
will soon fade into oblivion. 


THOMAS HARMON has opened a 
feed store at Milton, Ia., and has in- 
stalled machinery for grinding. 


C. E. SPITZER feed and flour mill, 
Chambersburg, Pa., was destroyed by 
fire April 1 with a loss estimated at 
$5,000. 


RICHARDS & SCHRADER, feed 
and farm implement dealers, Ward, Pa., 
sustained a loss of $45,000 when their 
plant was recently destroyed by fire. 
J. Gilbert Schrader, a member of the 
firm, was trapped in the burning build- 
ing while attempting to salvage office 
records and was rescued by firemen. 
The plant is to be rebuilt. 
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FIRST OFFENSE 
Judge: “Guilty or not guilty?” 
Rastus: “Not guilty, suh.” 
Judge: “Have you ever been in jail?” 
Rastus: “No, suh, I never stole nutin’ 
before.” 


* * * 


THE VERY IDEA 
Doctor: ‘“‘May I kiss you?” 
Nurse: “Certainly not. Do you think 
I- want to have a doctor’s bill thrust 
in my face.” 


* 


AND TURN GRAY 
Suitor: “I hope you don’t think I 
am too young to marry your daughter?” 
Father: “Never mind. You'll age 
fast enough when her bills start coming 
in.” 


Carefully Sifted for Feed Dealer Consumption 


The bald headed man may have less 
hair to comb but he certainly has more 
face to wash. 

* * 
IDENTIFIED 

First Farmer: “I’ve got a freak on 
my farm. It’s a two-legged calf.” 

Second Farmer: “Yes, I know. He 
came over to call on my daughter last 
night.” 


MY MOTHER 
SAYS QUAKER 
DAIRY RATION 
HELPS HER FILL 
THE MILK PAIL 


LOOK HOW 
GROWING 
ON FUL-O-PEP 


HUH! LOOK 
AT US GROW 


MY MOTHER PROUD 
OF THE WAY I'M GROWING 
ON SCHUMACHER FEED 


EVERYBODY SATISFIED WITH QUAKER FEEDS 


VEN the barnyard babies like Quaker 
Feeds. The way the young stock grows 
and the farm animals and hens produce on 
Quaker Feeds keeps their owners satisfied. 
They are satisfied and steady Quaker 


buyers year after year because they have 
found that Quaker Feeds produce uniform 
results and profits—at lower feeding costs. 
And the Dealer who sells Quaker Feeds 
enjoys profits from the repeat business of 
these satisfied Quaker users. He finds it com- 
paratively easy to make new customers into 
steady users of Quaker Feeds. 
More and better eggs, more pounds of milk 


and butterfat, more and better pigs 
raised per litter and more uniform 
gains on growing stock —all combine 
to make Quaker users into satisfied 
customers and assure the Quaker 
Dealer a steady trade on these feeds. 
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CORNHAY WEAKLY NEWS 

Jakey Borstein was flunked by the 
local eighth grade teacher because he 
cheated in a physiology examination by 
counting his ribs. 

Judd Perkins is now getting his hair- 
cuts out of town, the local barber havy- 
ing nothing to do with him since Judd 
sent that dog muzzle salesman to the 
shop. 

Lem Jones, when asked whether he 
favored a club for the women of Corn- 
hay, replied that it was just the thing 
to use if kindness failed. 

* * 


INEVITABLE 
Though life is most uncertain 
I’m sure of this one thing— 
That when I’m in the bathtub 
The telephone will ring. 

* * ok 


THESE FAST TRAINS 
Young Man: “Pardon me, this must 
be the wrong berth.” 
Old Maid (sighing): “How you boys 
do jump at conclusions.” 
* * 


PHOTO STATIC 
Angry Patron: ‘I’ve never seen a 
worse picture in my life.” 
Theater Owner: “Have you ever had 
your photo taken?” 
* 


FATHER’S EXAMPLE 

Mother: ‘You good-for-nothing, why 
don’t you take a pattern from your 
father?” 

Son: “What has he done?” 

Mother: “Why, he just got two years 
off his sentence for good behavior.” 

* * * 


BREAKING THE NEWS 
Curious Woman: “Why, you've lost 
your leg, haven’t you?” 
Circus Freak: “Well, 
if I haven't.” 
* * * 


BIG PROBLEM 
Salesman: “Do you know that your 
wife is going around telling people that 
you can’t keep her in clothes?” 
Dealer: “‘That’s nothing. I bought 
her a home and can’t keep her in it 
either.” 


I'll be darned 


BAD ENOUGH 
Professor: “What is the penalty for 
bigamy?” 
Bright Student: “Two mothers-in- 
law.” 


* * * 
KNOTTY QUESTION 
Small Boy: “Dad, what are the holes 
in the board for?” 
Dealer: “Those are knot holes.” 


Small Boy: “Well, if they’re not 
holes what are they?” 
* 


OR THE CONVENTION 
Minister: “I’m glad to see you on 
your way to Sunday school, Elmer. 
What do you expect to learn today?” 
Elmer: “I expect to learn the date 
of the picnic.” 


hy 
\ 
3 SCHUMACHER 
Quaker 
\ 
N (163) 8 
DAIRY RATION}, 
\ 
7Z 
\ Quaker Quaker 
FUL Q-PEP 
FEED/\\ \ THE QUAKER OATS COMPANY 
Dept. 15-E, 141 W. Jackson Blvd., Chicago, U.S.A. 
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THE 4-H CLUB MOVEMENT Sponsored by the federal government, 
HAS PROVED ITS VALUE the state governments and the localities 
where they are operating — the more 


than 70,000 active 4-H clubs of the United States now have a membership of 
over 900,000 farm boys and girls. 


This membership comprises the largest organized group of boys and girls 
in the nation and perhaps in the world although it may be surpassed by the 
youth movements of Stalin in Russia, Mussolini in Italy and Hitler in Germany. 


Little is known of the real purposes of these foreign organizations but since 
their beginning in 1914, the 4-H clubs of the United States have accomplished 
much for agriculture through providing opportunities for self-advancement and 
self-expression to many millions of farm boys and girls. 


To broadly describe their activities, it may be said that the 4-H clubs 
give instruction and practice in methods of farming and home making. The 
boys may grow an acre of corn or of some other crop, raise a pig, calf, colt or 
flock of chickens, test the relative merits of merchandise offered for use on the 
farm, etc. The girls engage in such activities as growing vegetables, canning, 
sewing, refinishing furniture, beautifying the grounds around the home, etc. 


Many profit making innovations in farming have, in fact, been introduced 
and developed as general practice through the 4-H clubs. Best of all, the boys 
and girls have become better citizens as well as better farmers through de- 
velopment of the 4-H’s — the head, hands, heart and health. 


Vitally interested in all movements for the advancement of agriculture, 
the members of the feed trade have long given their deserving support, as in- 
dividuals, to 4-H club work. They have donated merchandise for use in 4-H 
club projects, supplied prizes for winners of completed project contests and 
acted as counselors to many of the boys and girls who have needed help and 
advice on feeding and other problems. 


Now, at its convention in June, one feed trade association will announce 
plans for its organized cooperation with 4-H club work in Wisconsin. Other 
groups in the feed industry should watch the result of this effort with eager 
interest. There is, in the opinion of THE FEED BAG, no more worthy govern- 
ment sponsored activity to aid agriculture. 


DAVID K. STEENBERGH. 
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WAS rst 


TO BUILD A 


VITAMIN D 


TO MEET THE 


LAYING 
REQUIREMENT 


TT CHARTS tell a story of the 
utmost importance to every 
mixer, seller and user of poultry 
feeds. They show that laying hens 
need more Vitamin D than growing 
chicks. Taken from an experiment 
at Penn State College, they prove 
that while either 75 or 150 units of 
Vitamin D per pound of feed pro- 
duced good growth and prevented 
any symptoms of rickets, a ration 
containing 300 units per pound 
produced a bigger profit in the 
laying house. 

Until Nopco financed the Penn 
State and Washington State fellow- 
ships which revealed these facts, it 
was assumed that laying hens 
needed the same amount of Vitamin 
D as growing chicks. This research 
proved they need more. Research 
sponsored by Nopco showed for the 
first time that there is a production 
level—higher than a mere protec- 
tion level—at which Vitamin D 
feeding pays the feeder best in 
dollars and cents. ° 

But Nopco was not content with 
learning the requirements of poultry 
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HERE ARE 
GR 
GRO 

25 RECEIVED 10 LBS. 


PER BIRD 


roup 11-143 e885 
Group 172 eggs 


OF NOPCO XX 
TON OF MASH 


ARLY COST PER 
AT XX 
RETAIL PRICES 


for Vitamin D. Nopco went on to 
build a Vitamin D_ supplement 
specifically to meet those require- 
ments. This supplement is 
Nopco XX. Its vitamin content is 
determined by precise manufactur- 
ing methods and checked by careful 
tests. It can be mixed with ac- 
curacy and fed with complete con- 
fidence, because the level at which it 
will produce a given result is known. 


NATIONAL OIL 
PRODUCTS COMPANY, INC. 


3871 ESSEX ST., HARRISON, N. J. 
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Routine laboratory tests have 
never been enough for Nopco. Our 
research farm at Flemington and our 
fellowships at great agricultural 
colleges form a vast proving ground 
where Nopco XX is constantly 
being tested under conditions of 
actual use. What we learn from 
this continual testing is built into 
our product. 

Nopco XX was the best and most 
economical Vitamin D supplement 
on the market five years ago. It isa 
still better one today, because day- 
by-day, year-in-year-out research 
has showed us how to make it so. 


| GROWING CHIE? 
Heres he GREW... 
_jpur- heres LAID | 


Which—Commercial Feeds, Home 


Mixes or Prepared Concentratesr 
Dealers Tell Why They Prefer Each 


By Leo A. Eiden 
Deer Park (Wis.) Feed Mill 


HETHER the  poultryman 
W keeps chickens for the produc- 

tion of eggs or the growing of 

broilers on either a large or 
small scale, feed is usually the deciding 
factor whether he makes a profit or not. 
If I can help that poultryman make a 
larger profit from his chickens by sell- 
ing him the proper feed combinations, I 
know that both I and my fellow men 
will prosper accordingly. 

If I was to mix my own mash, the 
first question would be the formula to 
be used. Much mystery used to be at- 
tached to that word. You remember 
how commercial feed salesmen would 
have us believe that their concerns had 
experts making up secret formulas, that 
all the merit of any certain brand of 
feed was in this mysterious formula, 
and that it would make hens lay 
whether they wanted to or not. The 
truth of the matter is that all that is 
known about feeding hens today is 
pretty generally known by feed manu- 
facturers, dealers and poultrymen, 
alike. 

I will admit I could get a perfectly 
good formula for a home mix ration 
from some agricultural experiment sta- 
tion for the asking. These rations are 
very simple in their make-up, because 
they are intended primarily for farmers, 
and the person making them up knows 
that he must offer a ration for which 
you can get and will get the necessary 
ingredients. When the college professor 
recommends a ration of bran, shorts 
and tankage, he doesn’t figure that as 
the best ration, but rather as a first 
step in the right direction. 

Our experiment stations do a great 
deal of experimenting, but it is usually 
done along problems that have already 
been started by certain practices that 
have already found some following. The 
new information which they give us is 
usually from some scholarship made 
possible by some concern or group of 
concerns manufacturing the ingredient 
in question. Most of you gentlemen can 
recall that commercial firms used cod 
liver oil in poultry feeding before it 
was definitely recommended by colleges. 
The same was true of alfalfa meal, and 
right now commercial firms are using 
various vitamin carriers in their feeds 
which they have found helpful to poul- 
try, and our experiment stations are 
just starting to investigate. 

I do not mean we can do without 
our experiment -stations, but I do claim 
that when I sell a poultryman a sack 
of commercial mash, I am selling him 
the very latest and best mixture he can 
obtain. If I were mixing my own 
mashes and had to wait for the experi- 
ment station work, I would be one to 
five years late getting him the results 
originated by commercial feeds. 

Manufacturers of commercial feeds 
maintain a staff of investigators and 

(Continued on Page Twenty-two) 


ERE are three “brass tack” 
ra talks made by feed deal- 

ers to their friendly com- 
petitors at a regular meeting of 
the New Richmond District 
Dealers club of the Central Re- 
tail Feed association at the 
Hotel Beebe, New Richmond, 
Wis., April 21. More than 50 
dealers attended and discussed 
plans for attending the Milwau- 
kee convention in a body. Plans 
to hold a picnic meeting at 
Sucker Lake park near Amery, 
Wis., were approved and dates 
are to be announced later. The 
ideas presented in these talks 
are not necessarily endorsed by 
The Feed Bag and are pub- 
lished merely as indicative of 
what feed dealers are thinking 
about. 


By Joe Huenink 
Farmers Coop. Produce Assn., Baldwin, Wis. 


HY do I favor a home mix egg 
W mash? First, I can mix cheap- 

er than a manufacturer. My 

biggest problem is how to em- 
ploy my labor and equipment efficiently, 
The nature of our business is such that 
the greater part of our sales, 90 per 
cent, come between the hours of 9 a. m. 
and 4 p. m. or in 60 per cent time of a 
normal day. The problem is what to 
do with the balance of the time. 

We must employ enough labor to 
take care of our peak loads. Unless 
we can employ them efficiently the bal- 
ance of the time our labor overheac 
becomes too great. We have a definite 
power cost but the more that I can 
use the cheaper per unit. I happen to 
use a diesel engine but it applies as 
well to those using electric power as 
you have your minimum charge, the 
more energy you use the cheaper the 
cost per unit. 

I have a definite overhead in build- 
ings and equipment, in its deprecia- 
tion and repairs. To use it 100 per 
cent costs me no more than to use it 
60 per cent of the time. I will gran’ 
that the manufacturer may have more 
efficient equipment, therefore per unit 
cost can mix a ton of mash more cheap- 
ly than I can at our peak periods. But 
taking into consideration our idle time 
labor, power, equipment, I maintain 
that I can mix a ton of mash cheaper. 

Second, my home mix mash is less 
expensive. The manufacturer so often 
stresses the point that because he buys 
in such large quantities, he is buying so 
much cheaper. This is true to a certain 
extent but not as much as he would 
have you believe. I will admit that if 
your volume is not great enough to 
buy the greater part of your ingredients 
in carloads, you are handicapped. There 
is a market differential between a ton 

(Continued on Page Twenty-four) 


THE FEED BAG—MAY, 1936 


By John Vrieze 
Woodville Elevator Co., Woodville, Wis. 


PREFER to use a concentrate and 
] follow the mixing, merchandising 

and service plan of the manufac- 

turer we are connected with be- 
cause it is good business for me and 
for my customers. 

I have had experience handling com. 
mercial mash and experience in home 
mixing as well as experience merchan- 
dising feed manufactured from a con- 
centrate. Looking at it from a busi- 
ness standpoint, our records show the 
concentrate method has proven the 
most satisfactory. 

We started selling a home mix in 
1928. In the fall of 1929, we began 
to use a concentrate but continued to 
make a home mix mash also until two 
years later when we had only one or 
two customers still using our home mix. 
This goes to show our customers were 
getting better results from and pre- 
ferred a concentrate mixed mash. 

Since 1931 we have used nothing but 
a concentrate in making mashes and 
our volume has increased every year. 
The increase last year over the year 
we made only a home mix was 585 per 
cent. Our customers are very well sat- 
isfied with our mashes which is shown 
by the increase in our business in the 
above mentioned period. Now, I am 
not trying to tell you that this in- 
crease of 585 per cent in six years was 
due entirely to the use of a concentrate 
for mixing, but I will say emphatically 
that the concentrate method was a 
great help in making this increase pos- 
sible. The manufacturer of the con- 
centrate we use furnishes us with a 
definite plan of feeding from starting 
mash for the day-old chick righ‘ 
through the growing period and on 
through the laying stage. The stress- 
ing of this plan of feeding continually 
to our customers has been a great help 
in making our increase possible and I 
might add that our customers have 
benefited greatly by following this plan. 

Another advantage in using a con- 
centrate is the lower labor cost in mak- 
ing mashes from the use of even weight 
100 lb. bags as compared to weighing 
up miscellaneous quantities of other in- 
gredients and thereby increasing the ac- 
tual cost of mixing. Some dealers 
figure a cost of $2.00 per ton in mixing 
poultry mashes where they have to 
weigh up small quantities of miscella- 
neous ingredients as compared to $1.00 
per ton when they mix mashes dealing 
with 100 1b. weights. 

By using a concentrate we are able 
to get a much faster turn over. on that 
part of the ration included in the con- 
centrate, which is an important factor 
in the cost of merchandising, with abso- 
lutely no loss due to odds and ends 
being wasted. It also eliminates the 
problem of being short of any one im- 
portant ingredient. 

The concentrate method simplifies 
our business from a standpoint of buy- 
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—SSEE—E—E—————— ing, figuring costs and keeping a record 

| of inventory on many ‘miscellaneous 
items as compared to following a good 
} plan of home mixing. 


The only concentrate plan of mixing 
i which I would be interested in would 
| be one that furnishes me the above 
| | mentioned advantages and also employs 

| 


men trained to furnish reliable feeding 

information and give practical service to 

our feeders as contrasted with free in- 

| formation from county agents and state 
employees whose jobs are not depen- 
dent on getting actual results for people 
who follow their advice. The manufac- 
turer of the concentrate does all this 
which is convincing proof to me of the 
advantage of the concentrate plan of 
mixing. 

Merchandising helps such as adver- 
tising, circulars, plans of feeding and 
care, all necessary to carry on a suc- 
cessful retail mixed feed business, are 
furnished us under the concentrate plan 
without any effort on our part. Mak- 

ing and selling a home mix we would 


he makers of ARCADY- 


WONDER FEEDS and WON- 
DERLAS (formerly Arcady-Won- 


not have these merchandising helps or 
der M lasses Concentrate) extend 


we would have to spend our own time 
and money getting them out. 

Our greatest advantage as a local 
mixer comes through economical use of 
the part of the ration which may be 


sincere congratulations to the 


members of the.... 


___ Central Retail 
— Feed Association 


produced locally and from which we get 
a grinding as well as a mixing revenue 
and also from the profit on the mill 
feeds we use and which we can buy to 
advantage because of selling flour. The 
concentrate plan which we follow gives 
us this large profit on these two items 
which represent the greatest percentage 
of the ingredients in each ton of mash. 

Our customers have gotten such good 
results in lowering the cost of the pro- 
duction of a dozen of eggs or pound of 
growth using our concentrate mash 
that we have practically eliminated 
price resistance. Our customers are 
willing to pay a fair price for the con- 
centrate mixed mashes we make and 
offer for sale. 

In conclusion, we favor the concen- 
trate plan because of the actual results 
we have accomplished with it—in- 
creased volume as proved by our own 
records and increased profit, for our- 
selves and for our customers. 


H. H. HUMPHREY, Northern Mill- 
ing Co., Wausau, Wis., is anxious to 
demonstrate his golfing ability at the 
Central Retail Feed association conven- 
tion in Milwaukee, June 8 and 9. Al- 
though the board of directors of the 
organization voted down the holding 
of a regular tournament, Howell chal- 
lenges anyone to a match following 
either of the afternoon sessions of the 
convention. Those interested are asked 
to communicate with him stating handi- 
cap desired. 


now celebrating its tenth birthday. 
Your organization’s achievements 
and record of service are well 


known and your yearly meetings 


have become the largest annual 


conventions of the feed trade held 


anywhere in the country. Arcady 
is looking forward to again being 
“among those present’ at your 


June meeting in Milwaukee. 


* 


ARCADY FARMS 
MILLING COMPANY 


223 W. Jackson Blvd. 
CHICAGO, ILLINOIS 


LEWIS J. COLBURN, who for 
many years operated a successful feed 
mill in Fredonia, N. Y., died last week 
at his home there. Declining health 
forced his retirement from mill opera- 
tion several years before his death 
which occurred in the 83rd year of his 
life. A daughter survives. 


GAGE McCOTTER, secretary of 
the Grain Dealers National Mutual Fire 
Insurance Co.,» Indianapolis, recently 
lost his daughter by death. She was a 
student at Depauw university and suc- 
cumbed to complications following an 


appendicitis operation. 
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Similarity in Color on Feed Sacks 
And Store Front Boosts Sales 


Also Carried Out in Advertising 


Scheme 


HE adopting of a distinctive 

mark for its poultry feed has 

been the most successful single 

plan used to promote the sale of 
its products by the Stock Yards feed 
store, Peoria, Ill., of which Jack 
Heintzman is manager. 

Realizing that the most impressive 
trademark a product can have is a dis- 
tinctive color, Mr. Heintzman chose 
orange as the color and made his poul- 
try feed “Orange Brand” in order to 
distinguish it from other brands. His 
list of feeds includes a chick starter, a 
growing mash, an egg mash, and a min- 
eral ration. He not only gave these 
the name of Orange brand, but every 
bag bears a mark distinguishing the 
brand, consisting of an orange band 
around the top of the bag. This dis- 
tinctive mark of quality forms a great 
advertising asset. 

Paints Store in Orange 

The next step was to tie up the brand 
name with the store. In order to do 
this, he painted the entire front of the 
store an orange color, thus making it 
very evident that the store is the home 
of Orange brand feeds. The tie-up is 
carried into the advertising of the firm. 
Nearly every printed advertisement, no 
matter what the medium, carries the 
phrase. “The Store With the Orange 
Front”. Small souvenirs of the store 
are given away to customers and pro- 
spective customers, and these, too, are 
featured in an orange color and the 
phrase also used. Several of these have 
been used, the present one consisting 
of a bullet-type lead pencil. 

The store not only has its own brand 
of poultry feeds, but it also handles a 
nationally-known brand of poultry feeds 
as well as all kinds of feeds for other 
stock, both prepared and in bulk. In 
fact, it forms a one-stop station where 
everything may be found that any 
feeder of any kind of stock might wish. 
If a feeder wishes to mix his own feeds, 
he may buy all the necessary ingre- 
dients here. If he wishes to have a 
feed made after his own formula, the 
Stock Yards feed store will do the 
mixing, using the farmer’s own raw 
materials or furnishing them to him. 

Handles Farm Sidelines 


In addition to feed services of al! 
types, the store handles _nationally- 
known lines of farm fencing and of 
garden and farm seeds. These form 
ideal side lines to the feed business as 
they are items that every feeder must 
have and he can supply his wants at 
the same time he purchases feeds. 

The location of the store has been 
a great aid in keeping a steady busi- 
ness and in allowing the orange fronted 
store to attain its maximum advertis- 
ing value. It is right at the entrance 
to the Peoria stock yards and every 
farmer and feeder visiting the yards 
must pass it. Seeing it every time they 
come to market with their stock, the 
orange color of the store is thoroughly 
impressed upon their minds. 


This impression is strengthened when 
they read the little weekly stock yards 
papers, of which two are regularly dis- 
tributed to feeders and stock men. 
Every issue of each of these papers 
centains an ad of the store and nearly 
every ad carries the phrase, ‘The Store 
With the Orange Front”. Not only in 


House Organs 


O you publish a_ house 
D organ or a news- 

paper of you own which 
you send regularly to farm cus- 
tomers? The Feed Bag has al- 
ways been interested in this 
type of advertising and would 
be greatly pleased to be placed 
on the mailing list to receive 
these publications or to have a 
sample copy. Several live or- 
gans including one issued by 
the Knauf & Tesch Co., Chil- 
ton, Wis., entitled “K-T-News” 
and the “Cooperative News” 
sent regularly to the trade by 
the Edinboro Cooperative as- 
sociation, Edinboro, Pa. as 
well as others have come to our 
desk regularly and have been a 
source of real information and 
enjoyment. May we have the 
pleasure of getting a copy of 
yours, too? 


the little stock yards sheets, but also 
in the country newspapers of the terri- 
tory these same ads appear with the 
ever-present slogan. 

If the feeder should, by any mis- 
chance, fail to see the store’s ads in the 
mediums mentioned, he would be forced 
to see them in the mimeographed sheet 
which the store distributes daily to vis- 
itors to the stock yards. All the prin- 
cipal feeders of the territory also re- 
ceive by mail a little monthly maga- 
zine put out by the store. This is fur- 
nished by the manufacturers of the na- 
tional line of feeds carried, but the first 
page is made up by the store itself. 

Monthly House Organ 

“This little paper,” says Mr. Heintz- 
man, “gives us an opportunity twelve 
times a year to call attention to which- 
ever of our products is most season- 
able at the time. For instance, just 
now we are advertising chick starter, 
growing mash and seeds. 

“In addition to our own advertising 
on this page, we give our customers 
space for Wanted, For Sale and Ex- 
change items. This stunt has proved 
a good will builder for us. The other 
three pages of the paper are given over 
to feeding facts, a housewife’s page, an 
editorial and a column of jokes. This 
array of useful information and enter- 
tainment assures the preservation of the 
paper and gives our advertising an op- 
portunity to impress itself until the next 
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issue goes out. Every issue is tied up 
with our color trademark by carrying 
the phrase, ‘The Store With the 
Orange Front’. 

“Occasionally we put on some special 
stunt to promote sale of our feeds. 
Last spring we offered a dollar a pound 
to the housewife who brought in the 
first 2'4%4-pound fryer raised on our chick 
starter. The cost of these little stunts 
is nominal and results in much rivalry 
among chick raisers, with a healthful 
effect upon our cash book.” 

Prices Posted Daily 

Another little idea, not new nor ex- 
clusive, is a large bulletin board in the 
office of the store, giving prices of all 
common feeds. It is checked daily so 
that all prices are correctly advertised. 
At the bottom is room for special an- 
nouncements. Following out the color 
idea, the printing on the board is in 
orange color. 

Mr. Heintzman also makes personal 
calls of the good will variety. His ideas 
of service work in connection with poul- 
try are at variance with those of some 
other dealers. In regard to this he 
says: 

“IT work on the basis of educating the 
farmers to cull their own flocks and to 
plan their own feeding programs. I 
believe that the man who is right with 
his flock all the time is much better 
qualified to plan than any dealer who 
sees the flock only occasionally.” 

Organized in 1925 


The Stock Yards feed store started 
in business in 1925. The orange-front 
building is 28x130 feet. During its 11 
years of experience, an extensive busi- 
ness has been developed. 

“Our business,’ says Mr. Heintzman, 
“has kept pace with the development 
of Peoria as a livestock market. In 
1935 our business was more than double 
what it was in 1925. While our growth 
has not been spectacular, it has been 
steady and dependable. We do not 
cater to city trade at all, depending 
upon feeders who come to the market 
for our business. 

“We did everything to get a good 
start. We located where every visitor 
to the stock yards could not help but 
see us. We assured this by giving our 
store a distinctive mark. We handle 
only high quality merchandise that is 
bound to bring repeat business. In fur- 
thering this idea of quality merchan- 
dise, we established a brand of poultry 
feeds of our own in addition to the 
other brands we carry. We have been 
so much pleased with the reception of 
our poultry feeds that we are now ex- 
tending it to a hog feed. 

“Hog feed forms a large percentage 
of our business. For some time we 
have been recommending a certain for- 
mula and mixing it for our customers. 
It has had such a wide reception that 
we are now applying for a license to 
manufacture it under our Orange brand 
name.” 
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FRANK BELL, W. M. 
Milwaukee, was host at a bridge party 
held for members of the Milwaukee 
Grain & Stock Exchange at the Astor 


Bell Co., 


hotel, April 17. Prize winners were 
Andrew Lauer, J. V. Lauer & Co., and 
A. L. Johnstone, Johnstone-Templeton 
Co. A good time was enjoyed by all. 


INDIANA FIRES 

The plant of the Rush County mills, 
Rushville, was destroyed by fire April 
5. Included in the loss was 4,000 bush- 
els of grain. The structure will be re- 
built. Fire on April 15 destroyed the 
Fortville Grain Co. elevator, Fortville, 
and on the same night an elevator at 
Chrisney, also burned to the ground. 
An arson case which had remained un- 
solved for five years was culminated 
April 19 with the arrest of Frank Felix, 
Americus, who confessed to setting fire 
tc the Radnor elevator, Radnor, in 1931. 


Are You Cordial to Customers 
If They Trade Elsewhere 


AN you “take it” with a smile 
if a customer leaves you and 
decides to trade with your com- 
petitor? 

Good humor in business is a valuable 
asset. The salesman who gets peeved 
when he loses an order or a customer, 
lacks the qualities that make leaders in 
merchandising. 

Listen to this story which was told 
recently to a friend by a farm patron: 

“Two feed dealers are located in my 


town. First I did business with one 
and though I was satisfied with his 
goods and services switched to the 


other at the suggestion of a member of 
my family. 


_ DAIRYLAND DRY SKIM and BUTTERMILK 


| ers’ 


| - years is not a long time. 
But in 10 years, the Central Re- 
tail Feed Association has become 
the largest and most active deal- 
organization in the feed 
industry. We are glad to con- 
gratulate the members and officers 
of this association on their splen- 
| did record of service to the trade. 


MINNEAPOLIS 


| and Associated Dry Milk Producers 


MINNESOTA 
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“The first dealer who lost my trade 
called at my house several times to ask 
for business and was courteous and po- 
lite when informed that we were trad- 
ing with his competitor and were satis- 
fied in every way After that I fre- 
quently met the first dealer on the 
street and he bowed with the same 
friendly cordiality as when I gave him 
my business. I was impressed by his 
good humor and good sense and began 
to feel guilty about withholding my 
patronage from so admirable a man. 

“Finally when my new dealer sold 
me a bad lot of feed and tried to wiggle 
out of his responsibility, I found an 
excuse for going back to my first dealer. 
When I returned to him he asked no 
questions and acted as though I had 
never left him. From now on he will 
always get my business.” 

The first feed dealer possessed ele- 
ments of business genius which are all 
too rare among business men. ‘The 
average merchant will be friendly to a 
customer as long as he gives him busi- 
ness but will grow sulky 1f he finds that 
he is dividing his trade. If a woman 
goes to the chain stores on week days 
to buy groceries the corner groceryman 
will be reluctant to sell her goods when 
she finds in an emergency that she 
needs them on Sunday. 

The average small merchant expects 
to make a profit on every transaction 
and is sometimes disposed to be irrit- 
able when a patron purchases only a 
spool of thread or some other narrow- 
profit item. On the other hand, the 
wise store keeper is always pleasant, 
forgetting the immediate profit involved 
and remembering that each visit of a 
customer to his store gives him an op- 
portunity to make a friend. 

Learn, to “take it” when a good pa- 
tron leaves you cold. Treat him as if 
he were giving you a big volume of 
business and invariably he will return 
to you—to stay. 


JOHN F. DUNN, president, River- 
side Mill & Elevator Co., Black River 
Falls, Wis., passed away at his home, 
April 14, following a lingering illness. 
He operated the firm which he headed 
for 36 years and was well-known for 
his civic and business activities. 


SENTENCED FOR ARSON 

Charles Connor, formerly manager of 
the Creston Cooperative Grain Co., 
Creston, Wash., pleaded guilty to arson 
in connection with the recent burning 
of the firm’s warehouse and has been 
sentenced to ten years in the state pen- 
itentiary. He was also arrested on 15 
embezzlement charges which were be- 
lieved to have been the motive for the 
incendiary fire. 


HAY CONVENTION 

The 43rd annual convention of the 
National Hay association will he held 
at the Lincoln hotel, Indianapolis, Ind. 
July 6 and 7. Fred K. Sale, secretary 
and treasurer of the organization, an- 
nounces that grades of hay raised in 
different territories throughout the 
United States will be on exhibit and 
that speakers who will talk on subjects 
important to the trade are being sought. 
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Putting Sales Eftort Behind Better 
Feed Proves Most Profitable 


Pennsylvania Dealer’s Policy Gets Results 


B. VOGEL, feed dealer at Tel- 
A ford, Pa., has the perfect recipe 
e for developing a successful feed 
business. Not only does he 

have the recipe; he uses it. 

“We know that there are three essen- 
tials necessary to develop a successful 
poultry or dairy farming business,” he 
explained. “Those three are good stock, 
good management and good feed. 

“Since we are in the feed business, 
our job is to sell good feed, thus ful- 
filling one of the requirements, but to 
sell good feed instead of a cheaper 
grade we must have conclusive evid- 
ence that feed at a certain price is a 
good investment as compared with 
something that costs less. 

Pushes Better Feeds 

“It is true that our profit may be just 
as large, even larger, on some lower 
priced feed than the lines we are push- 
ing, but the immediate profit is less im- 
portant than the growing volume of 
business from a prosperous customer. 
We believe that our business will grow 
only when our customers succeed and 
are able to buy more from us, and they 
will have the best chances of prospering 
if we try to sell them the best feed. 

“About sixty per cent of our feed 
business is on poultry feed, the larger 
portion of which is on a nationally ad- 
vertised brand. However, we do sell a 
cheaper grade of commercial feed and 
also our own mix, but these are sold 
only where a farmer holds price more 
important than top quality. 

Commercial Mix Best 

“We have been asked why we do not 
consider our own mix equal to the 
brand we feature. That is a fair ques- 
tion because we know exactly what 
goes into our own feed, but pride in 
our own product does not blind us to 
the fact that the manufacturer of the 
branded feed has facilities for perfecting 
his mix which we do not have. 

“He has chemists who are continually 
working to improve feed formulae. He 
has machinery for production that we 
do not have, and he has experimental 
farms to do testing on a large scale, 
which we cannot do. We, as dealers, 
are convinced that the farmer who in- 
vests in our branded line is getting the 
greatest value for his money, and we 
tell him so frankly. 

Seeing Is Believing 

“Of course, we realize that our recom- 
mendations are at times considered 
mere selling talk, and to get our mes- 
sage across more effectively we try 
to appeal to the eye as well as to the 
ear, remembering the old adage that 
‘seeing is believing’. 

“A practical demonstration on the 
benefits of good feed is being con- 
ducted in our office at the present time. 
Six weeks ago we started a batch of 
baby chicks in a battery, keeping them 
in our office, and feeding them with our 
branded line of chick feed. Right over 
the battery we have a big sign stating 
that the chicks are being raised on that 


brand of feed. 

“At six weeks the average weight of 
the chicks is 22 ounces; ali are healthy 
and nicely feathered, and customers 
take a great deal of interest, in the ex- 


It is not unusual for a man 
‘Those aren’t the chicks you 


periment. 
to say, 

had in there last week; it doesn’t seem 
alee for chicks to develop so rapid- 


“This appeal to the eye has been ef- 
fective in convincing customers whom 
we have not been able to persuade by 
appealing to the ear, and we have sold 
more of this feed. We have been able 
to prove that top quality in feed helps 
te produce top quality in poultry. We 
are now selling five times as much of 
the best teed as of the cheaper lines. 

“We have a mailing list of about 500 
names on which we use direct-mail fre- 
quently, always featuring the best grade 
of feed for poultry and dairy farmers. 
We do not use newspaper advertising, 
preferring to concentrate on direct mail, 
which we find more effective. No out- 
side salesmen are employed, but I do 
make personal calls on _ prospective 
customers from time to time. 

“This year we are selling baby chicks, 
but without profit to us. We are doing 
this because we want our customers to 
raise good stock instead of buying baby 
chicks from unreliable sources. We are 
particularly interested in the man who 
is just starting in the poultry business, 
and we know that if he can be started 
with chicks from good stock he will be 
more likely to progress and in turn 
become a better customer for us.’ 


Pactsbilies Taxed $25.00 Each 
Under Pennsylvania Law 


S a result of the efforts of the 
A Pennsylvania Millers & Feed 

Dealers association a law is now 

in effect in the state which re- 
quires a $25.00 license fee on portable 
grinders. This legislation, feed dealers 
confidently believe, will curb the com- 
petition of itinerant grinders which have 
become exceptionally numerous and 
have raised havoc with grinding prices 
in Pennsylvania. The law reads as 
follows: 

AN ACT, requiring the licensing of 
portable grinding mills by the respec- 
tive counties; fixing fees therefor, and 
prescribing penalties. 

Section 1. Be it enacted that the 
term “portable grinding mill’ as used in 
this act, shall mean an apparatus or 
machine, so constructed as to move 
from place to place and which is not 
located in a permanent place, used and 
employed as a food or feed grinder, oat 
huller or mill. 

Section 2. No person, association, co- 
partnership or corporation shall engage 
in the business of operating a portable 
grinding mill in any county of this 
Commonwealth after the first day of 
January, one thousand nine hundred 
and thirty-six, unless having first ob- 
tained from the county treasurer a 
license to do so: Provided, however. 
that the provisions of this act shall not 
apply to portable grinding mills used by 
farmers for their own use, or to any 
portable grinding mill owned by an 
organization of farmers and used only 
for the benefit of the members of such 
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organization. 

Section 3. Application for such li- 
cense shall be made on forms furnished 
by the county treasurer. Licenses shall 
expire on the thirty-first day of De- 
cember of the year for which issued. 
Each portable mill shall require a spe- 
cial license, the fee for which shall be 
twenty-five ($25) which shall be paid 
into the county treasury for the use 
of the county. 

License fees for licenses issued for 
less than a year shall be reduced one- 
twelfth for each month not covered by 
said license. 

Section 4. Any person, association 
copartnership or corporation, operating 
a portable grinding mill contrary to the 
provisions of this act, shall be guilty 
of misdemeanor, and, upon conviction 
thereof in the court of quarter sessions 
of the county within which such offense 
occurred, shall be sentenced to pay a 
fine of two hundred dollars ($200) and 
costs of prosecution. 


KRACO SALES MANAGER 

T. G. Wilkinson has been elevated to 
the position of sales manager for the 
dairy specialty division of the Kraft- 
Phenix Cheese Corp., Chicago. He suc- 
ceeds C. F. Kieser who is now asso- 
ciated with the Borden Co., New York. 
Mr. Wilkinson was for many years 
connected with the Albert Dickinson 
Co. He joined the Kraft-Phenix Cheese 
Corp. as a field representative and was 
later brought into the office as assistant 
to Mr. Kieser. 
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THE JERSEE CO., Minneapolis, 


Minn., has moved its offices into more 
modern quarters at 318-2nd avenue 
North. F. J. McCann is manager of 
the firm. 


ALBAUGH FEED CO., which for 
the past 12 years operated its business 
out of Elkhart, Ia., has leased a loca- 


his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


tion in Des Moines. Lewis Albaugh is 
manager. 


Bag Aprons 


GEORGE SCHULER and Merril 
Stapf have opened a new feed and im- 
plement store at Farmington, Minn. 


An Illinois feed dealer consulted the 
teacher of his local high school home 
economics class and offered to furnish 
several bags of flour as prizes to the 
students in the sewing club who made 
the best garments out of empty flour 
sacks. The contest furnished good ad- 
vertising for the dealer and helped ma- 
terially to increase the sale of his brand. 


INLAND MILLING CO.,_ Des 
Moines, Ia., has been granted a permit 
to build eight grain storage bins be- 
side its present plant. Cost of the pro- 
ject will total $50,000. 


Summer Tip 


Customers are reminded that they 
should continue to feed their cows a 
grain ration while they are on pasture 
by a wide-awake New York state deal- 
er. He places a lawn mower in his 
window besides a display of his feeds 
and above the mower a large placard 
reads: “Each of Your Cows Would 
Need a Lawn Mower to Get Enough 


Grass to Furnish Her With Necessary 


Uses and 


SELLS 


ORDERS NOW 


Make Northrup, King 


quirements now. 


MINNEAPOLIS 


This is the COD LIVER OIL 
NORTHRUP, KING & CO. 


& Co. your headquarters for cod liver oil. 
Order the nationally known NOPCO Brand, 
product of National Oil Products Co., Inc. 
Because of its uniformly high quality, Nopco 
was selected to supply Vitamins A and Din 
the mixing of Northrup, King & Co’s famous 
STERLING and NORTHLAND feeds. Place 
your orders for your Nopco Cod Liver Oil re- 


Everything for the Feed and Seed Merchant 


NORTHRUP, KING & CO. 


SINCE 


Ingredients. Play Safe by Feeding 
Blank Dairy Ration Throughout the 
Summer”, 


Spot Light 


Saturday night is a great shopping 
event in a New Jersey dealer’s town 
and in order to fix attention on his 
store he rigged out a spot light across 
the street which shone directly on the 
front. The name of the store and dis- 
plays of feeds were thus emphasized. 
The dealer, of course, kept open on this 
particular night to cash in on the extra 
patrons who were attracted by the spot- 
light idea. 


Amateur Feat 


A local boy in a Michigan dealer's 
town won an amateur contest on a near- 
by radio station for his ability to mimic 
farm animals. He engaged the lad on 
an hourly basis to imitate the crowing 
of roosters and cackling of hens over 
a loud speaker. Each imitation was 
followed with an announcement calling 
attention to the merits of the dealer’s 
brand of feed. The stunt attracted 
curious crowds and paid for itself many 
times over in additional sales. 


World Beater 


Egg beaters are associated with eggs. 
So a New York dealer purchased a half 
dozen, mounted them on a large placard 
and printed a sign beneath which read: 

“Our Egg Mash Is a World Beater for 
Eggs. Try It and Beat Your Present 
Records”. An attractive display of the 
dealer’s brand of feed flanked each side 
of the placard. The idea proved to be 
a real business getter. 


FORTVILLE GRAIN CO. elevator, 
Fortville, Ind., was destroyed by fire, 
April 16. 


GUS ACKERMAN, Oyster Shell 
Products Corp., New Rochelle, N. Y., 
recently met his wife in California upon 
her return from Hawaii. From this 
point Mr. and Mrs. Ackerman took a 
boat and returned to New York via 
the Panama canal. 


O. A. McCREA, manager of the feed 
department, Pillsbury Flour Mills Co., 
Minneapolis, recently completed his 
40th year of service with the firm and 
is receiving the congratulations of his 
many friends for his remarkable record. 


MINNESOTA 
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NEW era of cooperation between 
A feed dealers, county agents and 

4-H club workers will be her- 

alded with the 11th annual con- 
vention of the Central Retail Feed as- 
sociation at the Schroeder hotel, Mil- 
waukee, Monday and Tuesday, June 8 
and 9. 

Combined with the business sessions 
and entertainment features will be a 
birthday celebration, for the 1936 con- 
vention will round out 10 years of the 
association’s service to the trade. While 
past conventions have each year been 
bigger and better from the standpoint 
of attendance and features presented the 
forthcoming one gives every indication 
of attaining a new peak. 

Every dealer will want to get a front 
seat for the opening session Monday 
morning. Following a brief entertain- 
ment number, J. V. Lauer, newly elect- 
ed president of the Milwaukee Grain & 
Stock Exchange, will give the address 
of welcome. 

Don’t Miss This Speaker 

The reports of the president, secre- 
tary, and treasurer of the association 
will then be heard and, with the pre- 
liminaries dispensed, the program will 
swing into real action. : 

The association has been especially 
fortunate in obtaining as the keynote 
speaker, Douglas Malloch, known from 
coast to coast, as an author, poet, lec- 
turer and humorist. He is certain to 
present a message that will register on 
the minds of all those attending and 
inspire them to greater heights of 
achievement in the feed bysiness. Mr. 
Malloch is the tops in the way of speak- 
ers and the pleasure of hearing him 
will be well worth the trip to the con- 
vention. 

Five cash prizes of $5.00 each will 
be awarded at the close of the morning 
session. Those who are registered at 
the convention, and present at the time 
of the drawing, regardless of whether 
or not they are members of the asso- 
ciation, may count themselves as elig- 


ible. 
Will Announce New Plan 
The afternoon session will make his- 
tory in the industry, for it will mark 
the first concerted attempt of feed deal- 
ers to cooperate on a large scale with 
county agents and 4-H club workers. 


Central 


Dealers 


To Celebrate 
Tenth Anniversary 


At Convention 


James H. Vint, manager, Farmers 
Cooperative Elevator Co., Union Grove, 
Wis., past president of the association, 
and former head of the Wisconsin de- 
partment of markets, will explain in de- 
tail the plan which has been formulated 
by the executive committee of the asso- 
ciation to further this movement. 

T. L. Bewick, Wisconsin’s own state 
4-H club leader, will then tell what 
farm boys are attempting to accom- 
plish by organized effort. Mr. Bewick 
has served in the capacity of state 
leader for the past 20 years and is a 
pioneer of the 4-H movement in the 
United States. He will also tell feed 
dealers how they can cooperate with 
farm boys to the benefit of the com- 
munity which they serve. Mr. Bewick’s 
brother, M. M. Bewick, operates the 
Evansville Fuel & Feed Co., Evansville, 
Wis. 

To Talk on 4-H Girls 

After the boys’ angle has been pre- 
sented Miss Grace Rowntree, assistant 
state 4-H club leader in Wisconsin, will 
prove that farm girls, too, are accom- 
plishing great things in 4-H club work. 
She will explain how cooking, sewing 
and other demonstrations are conducted 
in various communities and will also 
give the dealers tips on how they can 
help the young ladies on the farm. Miss 
Rowntree knows whereof she speaks 
because she was at one time an out- 
standing 4-H club girl in her home 
town at Rochester, Wis. She left later 
to accept a position on the faculty of 
Washington university, St. Louis, but 
returned after five years to take up her 
present post. 

At previous conventions there have 
been frequent discussions, both favor- 
able and unfavorable, about the rela- 
tionship between feed dealers and 
county agents. This year the dealers 
will hear the opinions direct from a 
county agent himself. He is Ben F. 
Rusy, Sturgeon Bay, Wis., who is in 
charge of agricultural work in Door 
county. 

Mr. Rusy possesses that rare combi- 
nation of being a good speaker and en- 
tertainer as well as excelling in his 
chosen profession, and everybody 
should make a special effort to be 
present Monday afternoon to hear him. 

As a climax to the afternoon session 
a team of 4-H club workers will present 
an actual demonstration. They will be 
directed by Ray B. Pallett, agricultural 
agent of Milwaukee county. 

The session will conclude with the 
awarding of five $5.00 attendance prizes. 
Anyone registered at the convention 
and present at the time of drawing, re- 
gardless of whether or not he is a mem- 
ber of the association, will be eligible 
for the awards. 

The Salesmen’s club, organized last 
fall as an auxiliary of the Central Re- 
tail Feed association, will also hold a 
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business meeting Monday afternoon. 
Future plans of the organization will be 
discussed and officers are to be elected. 

The annual banquet which has con- 
tributed greatly to the success of the 
conventions in past years will be held 
in the evening. Between the courses 
of a steak dinner the dealers and their 
guests will enjoy dancing to the music 
of a popular orchestra, and after the 
dishes are cleared away a program of 
varied entertainment, furnished through 
the courtesy of the Milwaukee Grain & 
Stock Exchange, is to be _ presented. 
Members of the exchange appointed to 
direct arrangements for the entertain- 
ment are Harry Franke, Franke Grain 
Co., chairman; O. R. Sickert, Deutsch 
& Sickert Co.; A. L. Flanagan, Fraser- 
Smith Co.; G. W. Kruse, P. C. Kamm 
Co.; LeRoy LaBudde, LaBudde Feed 
& Grain Co.; H. W. Kasserow, Chas. 
A. Krause Milling Co.; A. E. Bush, 
Froedtert Grain & Malting Co., and 
John Jouno, Stratton Grain Co. 

Birthday Celebration 

Tuesday morning’s session will open 
with entertainment. D. W. McKer- 
cher, first president of the association, 
will then deliver a ceremonial address 
on the 10th birthday of the organiza- 
tion and will review its growth. Two 
other speakers with whom the program 
committee is communicating are to dis- 
cuss merchandising and modern prob- 
lems of the feed business. Names of 
these men are to be announced at a 
later date. 

At the close of the morning session 
the association will hold its annua! busi- 
ness meeting for the first time as a 
corporation. Nine directors are to be 
chosen, and these men, in turn, are to 
elect the officers of the association for 
the ensuing year. 

Several members present at the clos- 
ing moments will return home with 
crisp $10.00 bills in their pockets. Five 
prizes of these amounts are to be given 
away. Only members of the associa- 
tion in good standing, registered at the 
convention, and present at the time of 
the drawing, however, will be entitled 
to the awards. 

The famous hospitality of the Blatz 
Brewing Co. has again been extended 
to the association. Those who attend 
the convention will be guests of A. L. 
Klein, secretary of the company, at the 
brewery on Tuesday afternoon. Free 
lunch and beer will abound, over which 
dealers can bid their friends a pleasant 
“auf wiedersehen”. 


CHICK CONVENTION 
The International Baby Chick asso- 
ciation will hold its annual convention 
at Kansas City, July 20-23, in the Kan- 
sas City Municipal Auditorium. <A 
record number of commercial displays 
is expected to be featured. 
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TWINE—TWINE 


Peerless and Farm-A-Serv pre- 
mium quality twine competi- 
tively priced. 
Full Strength—Even in 
Thickness. 
Reasonably Priced—Honest 
Weight. 
We guarantee every bale of Standard 
500-ft. twine to run at least 24,000 


feet per bale and our 600-ft. twine to 
run at least 28,800 feet per bale. 


POULTRY GRIT 


BLACK GRANITE GRIT IS: 
@ Non-Soluble 

@ Well Prepared (4 sizes) 

@ Economical—Costs less than 


other high Quality Grit. 


POULTRY LITTER 


Poultry litter influences the 
health of your poultry. Buy the 
best obtainable which is: 

SERVALL POULTRY LITTER! 


IT IS SANITARY—It contains no 
weed seeds, no dust, is light in 
color. 
IT IS ECONOMICAL —It costs less 
and spreads farther than any other 
known. 
IT IS MADE FROM-—Sugar cane 
at a temperature of 
1800 

ORDER A BALE NOW! 


Packed in wrapped bales of 100 
pounds each. 


GUARANTEED 
VITAMIN POTENCY! 


Because the Vitamin Potency 
of Gorton-Pew’s Super A Cod Liver 
Oil is definitely known and proven, 
we guarantee it to contain: 


3000 Units of Vitamin A per gram 
290 Units of Vitamin D per gram 


There is no guesswork! Nothing 
is taken for granted! Complete chick 
feeding tests and laboratory reports 
continually safeguard Gorton Super 
A quality and potency. 


Proven By Actual 
Chick Feeding Tests 


Prices Supplied Promptly Upon 
Request — Write For Them! 


NORTH STAR 


Filtered U.S.P. Cod Liver Oil 


Non-Desterianated 


1000 Units Vit. A per gram 
150 Units Vit. D per gram 


A high grade oil, uniform 
in quality. 
Guaranteed to oP rotect your 
feeds at % of 1% in the total 
ration. 


Servail Filtered Cod Liver Oil 


USP except color, odor and 
taste. Less than 1.41% Free 
Fatty Acid. 

700 Units Vit. A per gram 
150 Units Vit. D per gram 
A GOOD QUALITY OIL 
PRICED RIGHT. 


Distributing Points near you to 
serve you. Write us for prices. 


JOBBERS OF: (Car Lots) 
MILL FEEDS—Oil Meal—Soy 
Bean Meal—Calf Manna—Cot- 
tonseed Meal—and other feeds 
and Feed Store Accessories. 
Get our prices when you are 
in the Market. 


Farm Service Stores, Inc. 


OF GENERAL MILLS, INC. 


JOBBING DEPT. 


Call Write oF commence 


Ss 


Ss 


To 


fresh, supply. 


KANE SYRO 
From plantation b you 


A genuine Pure Sugar Cane Molasses imported direct from the sugar producing countries, Kane Syro 
is rich in sugars and the other natural ingredients that make molasses so valuable for feeding livestock. 
Fast tank steamers with an average capacity of a million anda half gallons each, provide a constant, 


PHILADELPHIA 


FEEDING MOLASSES 


A dependable service plus quality and low cost at your disposal. Order now for prompt delivery in 
tank cars or barrels. 


NATIONAL MOLASSES CO. 


PENNSYLVANIA 
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Feed Manutacturers Will Go East 
For Record Convention 


Meet at White Sulphur Springs June 11 and 12 


CCUSTOMED to. scenic sur- 
A roundings at its past annual con- 

ventions, the American Feed 

Manufacturers association has 
shifted its meeting place from French 
Lick, Ind., this year to the picturesque 
locale of White Sulphur Springs, West 
Virginia. Headquarters will be at the 
Greenbrier hotel and the dates are June 
11 and 12. 

The convention program is still in 
the making, but R. M. Field, execu- 
tive vice president of the association, 
and the committee members directing 
arrangements have already announced 
several big features as well as a full 
schedule of entertainment. 

Speaker on Feed Law 

C. E. Buchanan, Topeka, Kans., pres- 
ident of the Association of American 
Feed Control Officials will be one of 
the principal speakers. He will discuss 
the uniform feed law which has been 
formulated by his organization in coop- 
eration with the feed manufacturers. 
Definite plans for having the law adopt- 
ed by various state legislatures are ex- 
pected to be worked out in the discus- 
sion following his talk. L. E. Bopst, 
College Park, Md., secretary for the 
control officials, is also expected to be 
present and to aid in the discussions. 

Since farm products are being used 
more and more for industrial purposes, 
the feed manufacturers have chosen to 
present a well-qualified speaker on this 
subject. He is Dr. H. E. Barnard, 
director of research for the Farm Che- 
murgic council, Dearborn, Mich. In ad- 
dition to telling how general farm crops 
are converted into automobile parts and 
other industrial products he will dwell 
at length on soy beans and their uses 
in the feed and industrial field. 

Golf, Bridge Tournaments 

Ladies as well as men who attend 
the convention will find practically 
every form of amusement on the fa- 
mous White Sulphur Springs grounds. 
On one of the most beautiful golf 
courses in the country, the manufac- 
turers will compete for the coveted 
Penick & Ford championship trophy 
which was won last year by A. E. Lip- 
pelman, Ubiko Milling Co., Cincinnati, 
O., now a director of the association. 
In addition to the main award for low 
net score there will be dozens of other 
attractive prizes. The qualifying round 
will be held on the first afternoon of 
the convention and the tournament 
proper on the second afternoon. 

While the men are demonstrating 
their skill on the greens and fairways, 
the ladies will compete in a bridge tour- 
nament. Attractive prizes for winners 
in this event will also be awarded. 

Those who do not desire to play 
bridge or golf will find a wide variety 
of other amusements frem which to 
choose. ‘Included in the many facilities 
of the Greenbrier hotel are champion- 
ship tennis courts, indoor swimming 
pool, 250 miles of mountain trails, stable 
of thoroughbred horses, trap shooting, 


Here is a glimpse of the beautiful surroundings in store for feed manufacturers who 


attend the convention. 


archery, horse shoe pitching and ping 
pong. 

The hotel is located on the Chesa- 
peake & Ohio railroad and is famous 
the world over, situated in a virtual 
outdoor paradise of 7,200 acres. It is 
surrounded by spacious valleys of roll- 
ing green, rimmed with wooded hills 
and range upon range of the Allegheny 
mountains stretched away into the dis- 
tance. It is noted for its health-giving 
waters that make the White Sulphur 
cure rank with those of the continental 
spas. 

Reservations for hotel rooms may be 
made either direct with the hotel or 
through Mr. Field’s office at 53 West 
Jackson boulevard, Chicago. All rooms 
are with bath and the rates are $9.00 
for two in a double room with twin 
beds or $9.00 per person for two in 
single rooms with bath between. For 
single rooms the rates are $10.00 each. 
Those who write direct to the hotel 
are advised to indicate that they are 
connected with the manufacturer’s dele- 
gation in order to obtain the rates 
quoted. 

Through the efforts of the associa- 
tion reduced railroad rates are expected 
to be obtained. Those desiring infor- 
mation on rates are requested to com- 
municate with Mr. Field. 

It is expected that many who attend 
the convention will remain to spend 
the week end, combining a vacation 
with their trip. 

Sees Record Attendance 

“Greater interest than ever before is 
being shown in the convention this 
year,’ Mr. Field reports. ‘“Reserva- 
tions received to date are already far 
ahead of last year and everyone appears 
to be greatly enthused about the new 
surroundings. This is the first time 
we have held a convention in the East 
gn many years and a large delegation 
from this section of the country is ex- 
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pected to attend.” 


The executive committee of the Amer- 
ican Feed Manufacturers association 
met at the Union League club, May 9, 
and discussed plans for the convention, 
expressing great satisfaction with the 
outlook. 


Eastern Federation Out 
For New Memberships 


Thomas P. Gaines, T. P. Gaines & 
Sons, Inc., Sherburne, N. Y., was 
elected a member of the executive com- 
mittee of the Eastern Federation of 
Feed Merchants at a meeting of the 
board of directors which was held at 
Binghamton, N. Y., April 11. Selection 
of a new secretary and treasurer and 
two directors was postponed until a 
later date. 


Each person attending the meeting 
pledged himself to bring in at least 
ten members as his contribution toward 
rebuilding the federation. A majority 
favored the holding of a summer con- 
vention but plans for this event were 
left for further consideration. 


Albert J. Thompson, Wycombe, Pa., 
president of the federation, urged coop- 
eration among all dealers in assisting 
to revitalize the organization. 

“All in all,” he said, “our director’s 
meeting was considered successful in 
that a large number were present and 
all bent their best efforts to the suc- 
cess of our association and. the retail 
industry in the territory which it 
serves. Every man present, either di- 
rectly or indirectly, expressed determi- 
nation to assist with the undertaking of 
building up the federation. All we 
need now to make the federation all 
powerful is the cooperation of the retail 
dealers.” 
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Tells Why He Prefers 
Commercial Feeds 


(Continued from Page Thirteen) 


experimenters, including chemists, who 
seek out and find the best sources of 
the various food elements, including 
vitamins, and by reason of the size of 
their business they are able to buy the 
needed food materials in large quanti- 
ties. These same investigators are then 
able to study out the best methods of 
combining these materials in a way 
that will put into each sack of feed not 
only the necessary vitamins, etc., but to 
include them in the right amounts so 
that the ration is properly balanced. 
Sometimes we are inclined to under- 
value the usefulness of chemists in the 
preparation of poultry feeds; but we 
should remember that the © skilled 


chemist is the only one who can cor- 
rectly determine what fowls need and 
how the need can be properly fulfilled 
without waste and at the lowest cost. 
I can not give my poultry customer 
such service when using my own for- 
mulas. 

When I mix my own mash, I must 
rely on the feed jobbers and mills for 
all my ingredients. When I use a con- 
centrate, I must rely on these same 
sources for about 75 per cent of the 
ingredients. Today, I may have every- 
thing required to compound the right 
formula. Next week I may have a car 
delayed in transit, making a change 
in the formula necessary. I may have 
a certain kind of middlings and bran 
today, and another kind next week. The 
oats I use today may be heavy, and 
next week I come to the light oats I 
bought, and all these changes affect the 


FEED FOR PROFITS! 


Make Dairy Cows Pay with Cottonseed Meal! 


“It takes good cows, good management and proper feeding to 
make profits in the dairy business. Proper feeding always 
includes a rich protein feed. COTTONSEED MEAL is the rich 
protein feed . . . used by successful dairymen everywhere. 
Cottonseed Meal has helped produce dairy profits for genera- 
tions. Cottonseed Meal should be a part of your dairy ration 
every day . . . feed it for greater profits! Write for FREE 
folder, ‘Dairy Feeding Practices’ . . . it tells how. Other feed 


bulletins on request.” 


e Advertising copy . . . like that above . . . in farm and stock journals is 
creating additional demand for Cottonseed Meal and feeds that contain 
Cottonseed Meal. Be sure that the feeds you sell contain Cottonseed Meal 
. . . capitalize on the growing demand for this rich protein feed. 


NATIONAL COTTONSEED PRODUCTS 
ASSOCIATION, Inc. 


1411 Santa Fe Building 
Dallas, Texas 
(Educational Service) 
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quality of my home mix or concentrate 
mash and may cause my poultry cus- 
tomer to lower his production or cause 
partial or total molts. 

The commercial feed manufacturers 
buy grains and ingredients in large 
quantities, which not only enables them 
to secure the lowest prices, but also 
puts them in position to insist that the 
parties of whom they buy shall furnish 
quality goods, and that quality shall re- 
main uniform in each shipment. They 
do not take anything for granted, how- 
ever, and test every carload as it comes 
in to make sure that the quality is ac- 
cording to the contract. I think we 
will all agree that the quality of in- 
gredients and uniformity are a_ prob- 
lem with all of us dealers. 

The trouble a few years ago was that 
commercial feeds sold at too high a 
price. Today the feed manufacturer is 
out after volume and small profit and 
not small sales volume at large profit. 
Do you realize that a commercial mash 
that sells for $5.00 per ton higher than 
either a home mix or concentrate mash 
means an extra cost of only 34 cent 
per hen per month? If eggs sell for 
18 cents per dozen, the higher priced 
mash need only produce one extra egg 
per month per hen to return a 100 per 
cent profit on the extra cost of the 
mash. 

There is no question in my mind that 
the advantage the commercial feed 
manufacturer has with his chemists and 
buying facilities can produce a mash 
that will give more than this one extra 
egg per hen per month. 

I, as a feed dealer, can not spend 
time supervising the mixing of each 
batch of feed. This must be done by 
the hired help, and lots of cheap hired 
help are notoriously inefficient in this 
particular work. The commercial feed 
manufacturer has expensive machinery 
of large capacity to do the weighing 
and mixing of the ingredients, and this 
is more thorough than batch mixing. 
Mashes are reground, making it impos- 
sible for fowls to separate one element 
from another and also preventing one 
kind of material from settling toward 
the bottom of the bag or bin so the 
feeder, therefore, may be sure that 
every mouthful that the fowls eat is 
the same as every other mouthful. 

In closing, let me say that selling a 
commercial mash has been a money- 
making proposition for me and for my 
feeders. As long as that condition 
exists I will continue to sell and recom- 
mend commercial mixed feed. 


RALPH M. GEABES recently pur- 
chased the interest of L. H. Strohmeyer 
in the Geabes Milling Co., Clay City, 
Ind., and is now the sole owner of the 
business. 


W. I. POLLOCK, JR.. proprietor of 
Pollock’s feed mill, Downington, Pa., 
was recently confined to a hospital but 
is rapidly regaining his health. 


H. D. FAIRCHILD, C. W. Nohle, 
Inc., Lowville, N. Y., recently spent 
some time in a Utica, N. Y., hospital 
where he underwent an operation on 
his eye. 


GRIFFITH & PERRY, _ Silver 
Spring, Md., recently opened a fine new 
warehouse at the same location as their 
coal yard. 
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Too Little Cod Liver Oil in Feeds 
Encourages Home Mixing 


Poultrymen Reacting to Attempts at Skimping 


trymen seems certain to follow 

the practice of ‘“skimping” on 

cod liver oil or other vitamin 
supplements in commercial feeds. Lhe 
use of ordinary cod liver oil in extreme- 
ly small amounts is to the disadvan- 
tage not only of the poultry industry 
but the proprietary feed business as 
well. The declaration of cod liver oil 
on the tag should indicate that a sutfti- 
cient amount is present so that the 
total ration supplies an adequate 
amount of vitamins A and D tor the 
conditions under which chickens are 
kept. Yet it is not uncommon to find 
straight oil used in such small quan- 
tities that in the words of some manu- 
facturers it has been added with an 
“eye-dropper”, 

Originally, cod liver oil was used at 
not less than a one per cent level, one 
pint per 100 pounds of feed. Concen- 
trated and fortified oils were used on 
a comparable basis. ‘The results ob- 
tained were generally so outstanding 
that most progressive feeders insisted 
upon oil in all their mashes. The use 
of vitamin supplements then became a 
common practice the year around in 
most mills. 


: REACTION on the part of poul- 


How It Started 

In the hope of lowering their pro- 
duction costs, some feed manufacturers 
began to cut the amount of oil formerly 
used. It looked like an easy, safe way 
to'save some money on every ton of 
mash. This was given impetus by oil 
salesmen, who, armed with the results 
of short-time tests, maintained that 10 
pounds, or even 5 pounds, of ordinary 
oil was sufficient for every type of a 
mash and that nothing was to be gained 
by using larger amounts. The control 
divisions of a number of state depart- 
ments of agriculture supplied evidence 
to support this contention. The re- 
sults of their chick tests showed that 
many ordinary oils at low levels would 
prevent rickets in an ali-mash starter 
with the proper calcium phosphorus 
balance during a four-weeks period. It 
was only natural for many feed manu- 
facturers to apply the results of these 
tests in their own mixtures. 

Unfortunately, at least two important 
factors were overlooked. First, the re- 
sults were obtained on the basis of an 
all-mash_ starter, and therefore’ the 
amount of oil should be doubled in a 
mash-scratch feeding program. Second. 
it was assumed that if the chicks on 
the rachitic ration developed normal 
bone structure on a four-weeks test that 
the same amount of oil could be used 
in a laying mash, even if the hens were 
kept in confinement. The fact that 
heavy layers require nearly three times 
as much vitamin D as chicks, as proved 
by experimental work at the Washing- 
ton and Pennsylvania stations, was 
never taken into consideration. Further- 
more, the vitamin A value of the oil 
was, for the most part, also overlooked. 

The outcome of this policy is shown 
by poultrymen who buy cod liver oil 


By A. D. Vitamin 


and feed it with a mash, which, accord- 
ing to the tag, already contains an oil 
supplement. This is not an idle gesture 
on their part. Practical experience has 
shown that they get better egg produc- 
tion, higher quality eggs, improved 
hatchability and less mortality by us- 
ing more oil. Feed manufacturers 
should realize the significance of this 
and incorporate sufficient oil in their 
mashes to make this practice unneces- 
sary. 
Washington Recommendations 

The Western Washington agricul- 
tural experiment station recently issued 
recommendations on the use of cod 
liver oil which deserve the attention of 
feed manufacturers. Their recommen- 
dations are based on two years of care- 
fully controlled experiments and were 
reported in Poultry Tribune as follows: 

“1. That 20 pounds of ordinary cod 
liver or fish oil be added to each ton 
of laying mash during the months of 
April to October, inclusive, and that 
from November to March, inclusive, to 
secure the most satisfactory results in 
egg production and quality, that 40 


pounds of ordinary cod liver oil should 
be included in each ton of mash. If a 
concentrated cod liver oil is used with 
a potency of approximately 270 to 288 
units of vitamin D, then it would be 
necessary to use 5 pounds to the ton 
from November to March, inclusive. 

“2. The vitamin D requirement for 
-reeding hens is 40 pounds of ordinary 
cod liver oil or fish oil added to each 
ton of breeders’ mash from November 
to April, inclusive, or 10 pounds of con- 
centrated cod liver of the unitage des- 
cribed above.” 

The use of vitamin supplements, in 
accordance with the above recommen- 
dations, has been found to increase pro- 
duction and profits for the poultryman. 
While it is, of course, possible to pro- 
tect chicks with smaller amounts, it is 
necessary to use oil at higher levels in 
order to get maximum production. 

An adequate amount of chick-tested 
cod liver oil, concentrated cod liver oil 
or dependable fish oil improves the en- 
tire poultry ration, in the same manner 
as tankage or animal protein increases 
the value of yellow corn for pigs. The 
supplementing of corn with animal pro- 
tein enables pigs to make larger and 
cheaper gains than corn alone. 


Feed Industry Employment Bureau 


HE Feed Industry Employment 

| Bureau, organized by The Feed 

Bag as a complimentary service 

to the trade, has met with the 

approval of many in the industry since 

it was announced in the April number 

of The Feed Bag and is now in full 
operation. 

The current list of positions wanted 
and of positions available is published 
herewith. All persons wishing positions 
in the feed trade may secure applica- 
tions for registration with the bureau 
by addressing the Feed Industry Em- 
ployment Bureau, 525 Grain & Stock 
Exchange, Milwaukee, Wis. The serv- 
ice is confidential and there is no charge 
to either prospective employer or em- 
ployee. 


POSITIONS WANTED 
Feed service and advertising man. Wants po- 
sition with feed manufacturer in north central 
states. Graduate of Wisconsin College of Agri- 
culture. Now employed outside of feed industry. 
Willing to start at minimum salary. Age 32, 
married, no children. Refer to No. 561. 


Production and sales executive. Fifteen years’ 
experience with both feed and flour mill. Ac- 
quainted in Pennsylvania, West Virginia and 
Ohio territory. Has also handled purchases and 
advertising. Age 33, married, no children. Refer 
to No. 562. 


Salesman or assistant sales manager. Good past 
record and acquaintance in northeastern states. 
Age 50, married, two married children. Refer to 
No. 563. 


Chemist. Will graduate from Pennsylvania State 
College in June, 1936. Has studied with inten- 
tion of working for feed manufacturer. Willing 
to go anywhere in the United States. Age 21, 
single. Refer to No. 564. 
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Salesman or resale man. Feed experience in 
eastern and southern states but now employed 
outside gf industry. Can furnish good references. 
Age 43, married, no children. Refer to No. 565. 


POSITIONS AVAILABLE 
Salesmen for positions in Minnesota, Northern 
Illinois, Iowa, Nebraska and the Dakotas. Must 
be acquainted with trade and able to produce 
business for manufacturer of vitamin concen- 
trates. Refer to No. 566-A. 


Mill machinery salesman wanted by manufac- 
turer established in trade for 60 years. Must be 
experienced and have true sales ability. Refer 
to No. 567-A. 


Salesman to handle quality brand of feeding 
yeast as sideline. Must be reliable. Refer to 
No. 568-A. 


Salesman to handle new poultry feed product 
for well-known firm in feed trade. Must be able 
to produce business. Refer to No. 569-A. 


Resale man for both poultry and dairy feed 
consumer work. Must be acquainted with eastern 
conditions. Opening available mid-summer. Sal- 
ary and expenses. Refer to No. 570-A. 


Salesman for Minnesota and also one for West- 
ern Wisconsin. Feed, cereal and flour manufac- 
turer with jobbing department and complete line. 
Must be able to do thorough job of feed sales, 
service and resale work. Refer to No. 571-A. 


Feed salesman to specialize on hatchery ac- 
counts. Prefer college graduate at least 32 years 
old with knowledge of hatchery management. 
Would start right man at $3,000 a year plus 
expenses. Refer to No. 465-A. 


Salesman for turkey feeds. Must be experi- 
enced in all phases of turkey management and 
have real sales ability. Kansas City territory. 
Starting salary $150 to $200 per month depend- 
ing on ability and experience. Refer to No. 466-A. 


Salesmen for West Virginia and western Vir- 
ginia territories. Complete line of well-known 
feeds. Refer to No. 468-A. 
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Why I Prefer to Push 
Home Mix Mashes 


(Continued from Page Thirteen) 


in carloads and ton lots but the aver- 
age dealer buys the greater part of his 
ingredients—corn, bran, midds, etc.—in 
carlots and the manufacturer is not buy- 
ing these a great deal cheaper than you 
are. As for the balance of the ingre- 
dients, the manufacturer undoubtedly 
buys cheaper but not for enough less to 
offset the overhead that the manufac- 
turer adds to the cost of his product 
to cover his higher cost of manufactur- 
ing, selling cost, profit, and additional 
freight. 

You ship your product to the market 
in the form of whole grain on which 
you pay the freight and it is returned 
to you as a manufactured product upon 


which you pay the freight again. 

Third, freshness of the feed. The 
palatability of any feed freshly ground 
and mixed is a large factor. Any feed 
that has been ground and mixed for 
several weeks or months, before the 
consumer uses it while it may not be 
stale or spoiled, its freshness is gone 
and part of its palatability. After all 
palatability is a larger factor than most 
of us realize, as the more the cow or 
hen eats the better the results. The 
manufacturer may grind and mix his 
feed the same day it is loaded in the 
car but the average dealer cannot buy 
a daily quantity. He buys a quantity 
to last him for several weeks or a 
month and the result is by the time 
the last sack is sold it may not be stale, 
but at least the freshness is gone. With 
my home mix, I can mix my daily re 
quirements. 


SYNTHA-MILK MIXER 


What makes SYNTHA-MILK so outstanding as an all vitamin supplement? 


Why have more than one-thousand feed manufacturers incorporated SYNTHA- 
MILK in their mixtures? 


There is more to SYNTHA-MILK than the ingredients which comprise it. There 


is more than is shown in the analyses. One of these is nearly twenty years of 
research and experiments. 


Our study with Cod Liver Oil illustrates the experience we have had in this field. 
During the past twenty years, we have experimented with literally hundreds of 
brands of oil. More than ten years ago, we realized that the vitamin A content 
of oil was just as important as its vitamin D potency. That we were correct in 
emphasizing vitamin A and chlorophyl is shown by the attention nearly atl the 
large feed manufacturers are now giving to this particular vitamin. 


One of the reasons we use Clo-trate Concentrated Cod Liver Oil in SYNTHA- 
MILK is because of its high vitamin A content. 


Attempts to duplicate SYNTHA-MILK MIXER that are now being made are 
the natural results of our phenomenal success. But, remember, there is only one 
SYNTHA-MILK MIXER. 


A small trial order will convince any fair minded feed mixer that we have the best 
product of its kind that it is possible to manufacture. 


SYNTHA-MILK MIXER is not a substitute for anything. 


Those Vital Vitamins and 
Iodine you purchase in SYN- 
THA-MILK MIXER build 
your feeds better and those 
feeds stay better until con- 
sumed. 


$YNTHA-MILK MIXER 
assures you of definite results 
at all times and, most im- 
portant, at a much lower 
cost. Write or wire for 
prices. 


Syntha-Milk Co. 


868-9 Reibold Building, DAYTON, OHIO 


Syntha-Milk Co. Syntha-Milk Co. 


INGOMAR, OHIO 4549 Produce Plaza, LOS ANGELES, CALIF. 
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Fourth, lack of confidence in the 
manufacturer. When the mills send 
out their representatives, the salesmen 
with their silver tongues and flowery 
speeches—stating what a _ wonderful 
feed they are manufacturing; hinting 
that the average man is not capable of 
mixing a good mash; stressing their 
arguments that more is needed thar 
just so much protein, fat, fiber; that 
you must have a certain combination of 
the various feeds to have a perfectly 
balanced ration; that certain protein: 
contain one kind of amino acids and 
others some other kind of amino acids 
and that you must have a proper com 
bination of the various amino acids— 
they give the impression that they and 
they alone have the secret formula 
Maybe that is so. 

I will admit that I for one do not 
know one acid from another. But that 
does not appeal so much to me. I 
would rather have Tom, Dick and 
Harry come back to me and say, “Jor 
give me another sack of home mix egg 
mash.” Then I know that they are 
getting results. 


THOS. REED SONS, Pinckney, 
Mich., are making plans to rebuild the 
elevator which was destroyed by fire 
last February. 


ILLINOIS 

Davis Cleaver feed store held its 
grand opening at Carthage, April 4, and 
presented a free gift to all persons who 
attended. 

Flora feed store, Flora, has been taken 
over by J. L. Snyder, formerly located 
at Charleston. 

Charles Betzhold has sold his feed 
store at Hillsboro to Brakenhoff Bros. 

L. E. Litwiller has opened the Acme 
feed store, Acme, for business. 

_ Harvey Hays has sold his interest 
in the Olney Seed & Feed Co., Olney, 
to Linton Vice. 

Stamper & Wilson have opened a 
new feed store at Newman. 

Albert A. Teske, Teske Seed & Feed 
Co., Moline, is celebrating his 14th year 
in business. 

Fred Dawson has opened a new feed 
store at Herrin. 

Tony Grant, Hillsboro, has leased a 
building at Nokomis and will open a 
feed store. 

Cordes & Benz, Bluffs, have added an 
ice department to their flour, seed and 
coal business. 

F. F. Herrick Feed Co., Milledge- 
ville, has taken over the Freas mill. 

Luther Burpo, Frankfort, has leased 
additional warehouse space to take care 
of increasing feed sales. 

Elmer Zuck is constructing a new 
cement block feed mill at Lanark. 

Harold Carter and John Bowman 
have taken over the business formerly 
known as the Bachman & Sons feed 
store, at Carml. 

John Cearlock has opened a_ feed 
store in the building formely occupied 
by the Payne Produce Co., Vandalia. 

Harry W. Hagie, operator of the 
Hagie Grain, Feed & Lumber Co., Put- 
nam, took his own life recently at his 
summer cottage. 

Howard Liggett has reopened the old 
Merwin mill at Monmouth and will 
operate it as the Star mill. 

Galena feed mill has reopened for 
business under the management of L. 
H. Richards. 
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of the same principles of personal salesmanship likewise 
apply to “printed selling’. 

The reason that so much advertising really doesn’t pay 
is because it is just thrown together at the last moment— 
there is no definite plan either to the individual ad or to the 
year’s advertising program. If the average supply dealer is 
invited to address the Rotary club or the Chamber of Com- 
merce, he is likely to spend considerable time in planning 
what he is going to say and studying how he is going to 
say it. Such planning is certainly equally important when 
you tell your message to several hundred customers and pros- 
pects in a letter or through the newspaper. 

Work Out an Advertising Schedule 

Effective planning of an advertising program means ac- 
tually to write down what you plan to advertise, when and 
how. First of all it’s a safe practice to apply advertising pres- 
sure and sales pressure at a time when people are naturally 
thinking of a particular product. There is little use adver- 
tising baby chick feeds in the fall when practically no one is 
raising baby chicks. Such advertising should take place in 
spring when chicks are coming off by the thousands. 

If you’re running a feed store in New York state, for 
instance, you'll probably do your heaviest advertising in Feb- 
ruary, March, April and May, for that’s when sales come 
easiest, as a recent feed store survey made by a well-known 
economist indicates. 

Roughly speaking, the following schedule indicates the 
month in which the heaviest advertising on specific feeds 
should be done: 

January—Calf meal, 24 per cent dairy ration. 

February—Calf meal, 24 per cent dairy ration, and start- 
ing mash. 

March—Calf meal, hog feed, starting mash. 

April—Horse and mule feeds, growing mash, and starting 
mash. 

May—16 per cent dairy feed, hog feed, horse and mule 
feed, and growing mash. 

June—16 per cent dairy feed, horse feed, and growing 
mash, 

July—16 per cent dairy feed. 

August—20 per cent dairy feed. 

September—Dog feed and specialty items. 

October—Laying mash. 

November—Laying mash. 

December—24 per cent dairy ration and laying mash. 

This is not, however, an infallible schedule—it was the 
result of a study of figures from a number of dealers’ tonnage 
records. Heaviest distribution will naturally vary, depending 
on the part of the country in which one is located. A schedule 
of this sort (and a similar one should be worked out for each 
major line you handle) should be based on your own sales 
records to suit your own situation. 

Even then you must use judgment in planning your cur- 
rent year’s advertising for conditions this year may differ 
from those of last. For example, the movement of baby chicks 
may have been. late the preceding year. Check with local 
hatcheries to see whether it may be earlier or later. You will 
want to adjust your schedule accordingly. Again, conditions 
may indicate varying pasture situations, which in turn will af- 
fect your advertising program on dairy feeds. If pastures are 
more abundant, you may need greater advertising pressure to 
sell a dairy ration. 

It will be desirable to prepare a definite schedule such 
as that illustrated. For convenience, this schedule will show 
your sales on each major item the preceding year and the 
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amount of advertising money spent, your planned sales for 
the current year and the amount you plan to spend for ad- 
vertising. Then provision should be made for scheduling the 
definite letters, newspaper ads, and other miscellaneous ad- 
vertising, and the points to be emphasized. 

Advance planning of this sort results in definite advan- 
tages to the dealer: 

1. It enables him to build a unified advertising program, 
for the quarter or year. 

2. It enables him to spread his advertising emphasis 
most effectively. 

3. Knowing in advance the various advertising themes, 
he can plan his advertising more leisurely and more carefully 
—a most vital element in the campaign. 

In planning definite dates on which letters are to be 
mailed, it is well to bear in mind the days on which 
most farmers come into town. If your letter reaches them 
the night before, you are more likely to bring them into your 
place of business than if it reaches them after they have made 
their usual trips to town. 

In laying out an advertising schedule, provision should 
be made for institutional advertising, in addition to 
the advertising of specific products. In other words, 
you should advertise your store as an individual store. Just 
as when you hear “Ivory”, you think of soap so when your 
customers think of “Jones”, they should think of feed, farm 
machinery or whatever you are handling. Institutional adver- 
tising will cover such topics as your service to the public, 
(delivery, credit, machine repairs, etc.) general completeness 
of your stock and the general high quality of your merchan- 
dise. 

Budget Your Advertising Expenditure 

Budgeting is an accepted ideal in successful business to- 
day and certainly that principle should be applied to advertis- 
ing. It is possible to spend more than you can afford in ad- 
vertising, just as it is possible to spend too little. You should 
decide definitely in advance what you are going to spend, 
basing your decision first upon sales volume and second on 
the amount of advertising really needed to do the job well. 
A new dealer, for example, may have to spend a little more 
for advertising to become established than an old dealer 
would need to spend. Or, if you are taking on a new line, you 
may need to spend a little more in proportion at the begin- 
ning than you will later on. 

It is extremely difficult to state definitely how much a 
retailer should spend for advertising. Hardware stores for 
instance, spend from .3 per cent to 1.5 per cent of sales, de- 
pending both upon the volume and the size of the town in 
which the merchant operates. An average would be approxi- 
mately 1 per cent of sales. Lumber dealers spend approxi- 
mately .7 per cent. Grocery stores vary from .25 per cent 
to .5 per cent. Feed stores range from .5 per cent to 2 per 
cent. Probably the best plan is to figure out roughly how 
much newspaper advertising you should do, how many letters 
you should mail, how much you should spend for other forms 
of advertising, and then see what percentage of your last 
year’s sales that will be. If it seems to run too high, you 
may be able to eliminate certain items until you bring the 
proposed expenditures within what you consider a reasonable 
budget. Generally speaking, the percentage spent for adver- 
tising will decrease as the volume increases. 

Unify Your Advertising Program 

One of the chief advantages of an advertising budget and 
an advertising schedule is that it enables you to plan a uni- 
fied advertising program. The all too common practice still 
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competition 


Step out in 
front of your 


makes. 


The California Pellet Mill has created a new industry! Pellet 
making increases daily. Scores of feedmills are operating day 
and night to keep up. Raisers of cattle, sheep, rabbits and poul- 
try have learned that scientific balanced rations are best for 
their needs — government agencies and agricultural colleges 
have given them this important knowledge. Balanced ration feeds 
are at their best in pellet form. Are you going to let this natural 
demand go to an alert competitor? All you need is a California 
Pellet Mill to bring in this new business from your district! 


EXTRA HIGH 
CAPACITY 
Pelleting was 
made practical 
and economical 
by the California 
Pellet Mill. This is 
due to its high- 
speed production 
of firm, glossy 

pellets. 


CALIF 
PELLE 
MILL 


California Pellet Mill Company 
733 Tehama St., SAN FRANCISCO, CAL. 


Send for Bulletin 
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Pellets can be made of 
practically every known 
feed. Binders are un- 
necessary to make firm, 
glossy pellets. Simply 
change dies in a Cali- 
fornia Pellet Mill to 
make all sizes from tiny 
3/32” pellets to big 
chubby ones measuring 
over | inch. No special 
help needed to operate. 
1/20c per pound covers 
labor and power cost, 
depreciation and die 
wear. 


NIA 


Welcome Back 
Central Dealers 


ia the sixth consecutive year, 
we will again have the privi- 
lege of welcoming you feed 
dealers as our guests during 
the annual convention of the 
Central Retail Feed Associa- 
tion, June 8 and 9, 1936. 


Please be assured that the 
management of the Hotel 
Schroeder will spare nothing in 
a sincere effort to make you 
happy and comfortable while 
you are in Milwaukee. 


Your cooperation in making 
your convention room reserva- 
tions early will be greatly 
appreciated. 


HOTEL 
SCHROEDER 


Walter Schroeder, President 
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is to run an ad or put in a display or 
write a letter when the spirit moves or 
some idea happens to strike the pro- 
prietor. Naturally, there is no unity 
and no connection between the various 
parts of the advertising program. 

The manufacturer of the lines you 
handle, for example, is advancing cer- 
tain definite ideas through his national 
advertising. As far as possible, you, 
too, should carry those ideas to your 
customers through your newspapers, 
direct mail, displays, etc. You will not 
want to advertise feeds out of propor- 
tion to the profit you make on them, 
and at the same time neglect fertilizers 
or your machinery line. Every large 
nianufacturer schedules his advertising 
months ahead—yes, writes much of it 
months ahead and according to a very 
definite sales program. To the greater 
extent that the local retailer can do 
the same, the more successful his ad- 
vertising will be. 

Advertising Should Be Continuous 

Down in New Orleans there is a 
quaint old building where for more than 


a hundred years refreshments have 
been served to the thirsty public. It is 
called the Old Absinthe House, and 


the most interesting part of its equip- 
ment is the old marble counter slab. 
deeply pitted by the drops of water 
which through the many years fell one 
by one from the fountain. It took per- 
sistent dropping to make any impres- 
sion on that hard surface. 

The first drops didn’t show results 
but they were making their impression, 
and as time went on they wore away 
the resistance offered by the stone and 
left deep and permanent impressions. 

That is the way persistent advertis- 
ing works—only somewhat faster. The 
more often you repeat a statement—the 
more impression a person receives—the 
more likely he is to remember. Not 
only that, but people have a habit of 
fergetting very very easily. Stop ad- 
atid and they forget you and your 
ine. 

The story is told that one day that 
super-advertiser, Wm. Wrigley, was 
coming home from New York with a 
friend on the famous Century limited. 
The friend remarked, “Mr. Wrigley, you 
have spent so much money on adver- 
tising that I should think you could 
afford to let up a year or two and save 
a sizable sum. 

“This is a fine train on which we are 
riding,” replied Mr. Wrigley. “How 
far do you suppose it would go if they 
took off the engine? Advertising is to 
my business what an engine is to the 
train.” 

Stop advertising and you are likely 
to stop growing. It’s interesting to 
know that most advertising cancella- 
tions take place before the expiration 
ot the first advertising year. Adver- 
tisers become more thoroughly sold on 
advertising, the longer they employ it 
to stimulate sales. 


Advertising Should Be Adequate 

It is said that people must receive 
suggestions eight or nine times before 
action results. If, therefore, a retailer 
should decide to advertise, send out 
four or five letters, or run four or five 
ads, and‘then stop, he couldn’t expect 
much in the way of results. 


In fact, 


he might better have saved the money 
spent. If there is an apple on a 
ten-foot high limb of a tree, you can’t 
get half the apple by using a five-foot 
pole. It’s either a ten-foot pole or no 
apple. So it is with advertising—use 
enough—or expect no increase in sales. 
Present Your Story Clearly 

Basically, the most important part of 
your advertising is the ‘“copy”—the 
words you use to tell your story. By 
giving a little thought to what you say 
and the way you say it, you can im- 
prove your advertising tremendously. 

Roughly speaking, three types of ad- 
vertising copy are still being used by 
retailers and you will find examples of 
each in the form of any paper today,— 

1. Ancient style: “Jones & Howard, 
Feeds, Seeds and Farm Machinery”. 
Just a business card, that’s all. 


2. Middle Age: “Jones & Howard 
handle the best line”. General terms 
and bombastic language characterize 
this type. 

3. Modern Type: “Buy from Jones 
& Howard because... Order now”. 
Sound reasons why the prospect should 
buy make this the effective type of ad- 
vertising. 

Editor’s Note: Mr. Morse will tell 
you more about the details of adver- 
tising and how to make it pay in your 
business in the conclusion of this chap- 
ter on “Advertising Principles” which 
will be — in the June issue of 
The Feed Bag 


FARM BUREAU Supply Stores, 
Hart, Mich., is planning to replace its 
elevator which was recently destroyed 
by fire. Modern feed mill machinery 
will be installed. 


Keep Parasites Down. 
Disease Out. 
Fight ALL Parasites 


Concentrated, Body-Building, 
Health-Protecting Elements of Milk- 
A Needed Ingredient for Starting and 

Growing Mashes. 


Milk Sugar Feed guards intestinal health. Ample Vitamin G 


insures growth of new tissue. 


Milk minerals are needed for 


bone building. KRACO, Milk Sugar Feed brings extra profits 
when regularly fed in poultry mashes. 


KRACO, Milk Sugar Feed is a superior and economical source 
of vitamin G. It has 70% milk sugar content and an 8% to 


9% milk mineral content. 


KRACO in the mash aids in the 


assimilation of all the nutrients in the feed. 


Your customers will appreciate your mixing KRACO in your 


poultry mashes. 


They know KRACO guards flock health, 


promotes growth and encourages heavy production. 


Kraft-Phenix Cheese Corporation 
Dept. 343, Chicago, Ill. 


SELL THEM STARTING, GROWING AND 
LAYING MASHES THAT CONTAIN KRACO 
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CHANGES NAME 


Green-Farley Co., Janesville, Wis., 
has changed its name to the Far- 
ley Feed Co. R. R. Farley who has 


been engaged in the flour and feed busi- 
ness for the past 15 years remains as 
the sole owner. There has been no 
change in location or policy and the 
firm will continue to conduct a whole- 
sale and jobbing business among feed 
dealers and grocers. 


INCOME UP 

Wisconsin’s gross farm income dur- 
ing 1935 was 30 per cent greater than 
the previous year, according to figures 
compiled by the United States depart- 
ment of agriculture. The total income 
for 1935 was $316,000,000. Income from 
milk alone was responsible for 48 per 
cent of the gross total. The revenue 
from chickens and eggs for 1935 showed 
a gain of $10,000,000 over the previous 
year. 


at on was 
pickets was 
ide? ne 


Is This the Kind of Will 
You’d Like to Maker 


F you are thinking of making your 
| last will and testament you might 

receive some inspiration from a 

document which is reported to have 
been discovered by a friend of R. T. 
Dorsey, Dorsey Grain Co., Fort Worth, 
Tex., who sent it along to The Feed 
Bag. The copy reads: 

“i am riting of my will mineself that 
dem lawyir want he should have to 
imuch money he ask to many answers 
about the family. first thing i want i 
dont want my brother oscar get a god 
dam thing i got he is a mucher he done 
me out of forty doliars foreteen years 
since. 

“i want it that hilda my sister she 
gets the north sixtie akers of at where 


GAIN the spotlight is on Purina merchants trom 
Maine to Frisco! “How did the chick get in the 
bottle?” merchandising idea put them on the front page 
everywhere. Pictures, cartoons, editorials and news 
stories have made their stores the center of poultry feed 


business this spring. 


This display is only one of many merchandising fea- 
tures Purina merchants are using to step up their busi- 
ness to new high levels. 1936 is set for an all-time year! 

Why not make up your mind to cash in on the oppor- 
tunity today offers on Purina Chows? 


PURINA MILLS 


923 Checkerboard Square 


St. Louis, Mo. 
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i am homing it now i bet she done get 
that loafer husband of hers to brake 
twentie akers next plowing the ganoph 
work. she cant have it if she lets oscar 
lif on it i want i should have it back 
if she does. 

“tell moma that six hundred dollars 
she has been looking for for ten years 
is berried from the backhouse behind 
about ten feet down she better let little 
frederick do the digging and count it 
when he comes up. 

“pastor lucknitz can have three hun- 
dred dollars if he kisses the book he 
won preach no more dumbhead talks 
about politicks he should a roof put on 
the metinghouse with and the elders 
should the bill look at. 

“moma should the rest get but i want 
it so that adolph should tell her what 
not she should do so no more slick 
irishers sell her vakom cleners they 
noise like hell and a broom dont cost 
so much. 

“i want it that mine brother adolph 
be my execter and i want it that the 
judge should please make adolph plenty 
bond put up and watch with him iike 
hell adolph is a good bisness man but 
only a dumpopf would trust him with 
a busted pfenning. 

“i want dam sure that schleimmiel 
cscar dont nothing get tell adolph he 
can have a hundred dollars if he prove 
judje oscar dont get nothing that dam 
sure fix oscar.” 

(SIGNED) Hermann Oberweiss. 


PEOPLES ELEVATOR CO., EI- 
well, Mich., is constructing a warehouse 
addition. 


JAMES H. GRAY Milling Co., Cat- 
taraugus, N. Y., has installed a mag- 
netic separator. 


WISCONSIN 

Grafton Milling Co. building and 
water rights, Grafton, have been pur- 
chased by the Badger Woolen Mills, 
Cedarburg. Alfred Mintzlaff, manager 
of the milling firm, expects to construct 
a new plant in the near future. 

Emil Klueckman has opened a flour 
and feed mill at Merrill. 

Lawrence Wise feed store, Argonne. 
was destroyed by fire April 29. 

Simon Schwabenlander, Hilbert ele- 
vator, Hilbert, has installed a modern 
seed treater. 

Flovd Klanderman and Joseph Hue- 
nink have purchased A. C. Ramberg’s 
elevator and feed mill, Spring Valley 
and will operate it as the Valley Ele- 
vator Co. 

Strum Cooperative Elevator Co. 
Strum, has gone into voluntary receiver- 
ship. 

Badger Farmers Cooperative Elevator 
Co., Ripon, is constructing a new ele- 
vator to replace the one destroyed by 
fire last February. 

Smith Milling Co. has made a pro- 
posal to the Chamber of Commerce of 
La Crosse to replace the Listmann Mills 
destroyed by fire last October. Out- 
side interests were raising $100,000 and 
a like amount is expected to be fur- 
nished by the city so that cofstruction 
can proceed. 
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M. EUGENE MATTISON, vice 
president of the James H. Gray Mill- 


We specialize in car lots of Millfeeds, Lin- 
seed Meal, Soy Bean Meal, Oyster Shells can state committeeman in an election 


held early in April in his area. He 
also was elected an alternate to the 


Republican national convention to be 
F A E, FEE held in Cleveland in June. He is widely 
known among feed millers of the East. 


JANESVILLE WISCONSIN WATER AT DOOR 


The recent flood calamity in Penn- 
sylvania also included Harrisburg, home 


of George A. Stuart, secretary of the 
Importers of Pure Norwegian Cod Liver Oil and Peat Pennsylvania Millers’ & Feed. Dealers 
Moss. We will be glad to quote on carloads or L.C.L. association. “Although,” he writes in 


shipments. 


a letter to The Feed Bag, “we were 
not seriously involved, the water was 
at our door and our home filled with 


friends less fortunate than ourselves.” 


Many dealers in the flood area suffered 
disastrous property losses, but are rap- 


DICKINSON FEED & SEED CO. nos 


MINNEAPOLIS, MINN. 


MIXED CARS 


INSTITUTE HONORED 
American Dry Milk Institute, Chi- 
cago, has been awarded a Certificate 
of Honor by the American Trade Asso- 
ciation Executives for its work during 
the years of 1933, 1934 and 1935. The 


GLOBE POULTRY FEEDS — PINETREE FIELD SEEDS institute was cited for “its achievement 
MY LASSIE DAIRY FEED — GLOBE CALF MEAL which included a balanced market de- 


CONCENTRATES — INGREDIENTS 


velopment program by a comparatively 
new industry which succeeded in secur- 
ing the active assistance of both mem- 
bers and non-members, and the carefu' 


CHICK SIZE CRACKED CORN AND WHEAT research and educational campaigns 


Write or wire for prices. 


which brought out new uses and in- 
creased markets for its products.” C. 


W. Sievert is in charge of the institute’s 


Welding 


of all styles and makes of 
ATTRITION 


New and reconditioned 
heads in stock—so don’t 
shut down, Wire or Phone 
us your needs. 


ALSO REMACHINING, BALANCING and RESETTING 
All work done by experienced mill manufacturers 
and warranted for one year. If necessary our service 


car will call for repairs and deliver. Estimates cheer- 
fully given. 


ALL MAKES OF 


Hammer and Attrition Mills 


REPAIRED, RECONDITIONED OR TRADED 


Plate Bolts and Ball Bearings in Stock. 
Motors. Rewound — Parts Furnished, also Exchange 
4 Motors and Rentals. 
DCIAMOND 
HULLER Co. 


Grinding Senin Hammers 
and Screens for All Types 
of Mills Solicited. 


feed service division. 


Back of EVERY BAG of 


DARLING’S 
SOIL 
BUILDERS 


“First ald to growing things’’ 


@ Highest Grade Materials, including dol- 
omitic limestone, the soil ‘“‘sweetener’’. 


@Properly balanced, thoroughly mixed 
and well cured fertilizers. 


eA reputation for over 50 years fair 
dealing. 
®Dependable—no word means more. 


No wonder these Soi! Builders sell well— 
and at no increase in price over ordinary 
fertilizers. Put inastock now. You can 
honestly recommend them. 


DARLING & COMPANY 


4201 S. Ashland Ave. Chicago, Ill. 
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THE 
LIGHTNING SEASON 


IS HERE 


IT IS NOT YET TOO LATE 
TO PROTECT YOUR PROP- 
ERTY WITH LIGHTNING 
PROTECTION. 


SAVINGS IN COST OF INSURANCE 
WILL USUALLY PAY FOR AN IN- 
STALLATION IN A SHORT TIME. 


Ask your “‘Mill Mutual” Insurance 
Office for full particulars. 


& 
Mutual Fire Prevention Bureau 
Department of 


Association of Mill and Elevator 
Insurance Companies 


230 East Ohio Street, Chicago, Illinois 


Mutual 


THREE NEW PRODUCTS 
Hen - Dine 


The new iodized shell product for poultry, 
materially increases egg production. Makes 
harder, more uniform shells. Increases liva- 
bility and thrift. Hen-Dine carries much 
more profit than ordinary shell for dealers 
and users. 


Chick-Dine 


The same analysis, but screened for baby 
chicks. Packed in five and twenty-five 
pound bags. 


A\rrowhead Insoluble Grit 


Completely insoluble. Sharper and harder 
than granite. Triple screened and washed. 
Attractively priced in car lots. 


And, of course, our regular products: 


No. 4 Carbonate Flour, Electro Calcium 
Carbonate, Iodized Calcium, Shellmaker, 
Turkey, Hen and Chick sizes and Cal- 
Carbo. 


CALCIUM CARBONATE CO. 


43 E. OHIO STREET CHICAGO, ILLINOIS 


CHAPMAN'S 


RED TOP 
PRODUCTS 


| 5 Oz Meat and 
Bone Meal 


60z Digester 
Tankage 


Special Odorless Steamed Bone 
Meal 


You can always depend on the uni- 
formity and quality of CHAPMAN’S 
PRODUCTS. Write or Wire for 
Prices. 


RIVERDALE PRODUCTS CO. 


75 E. WACKER DRIVE, CHICAGO, ILL. 


Yow’ll like the Nicollet... 


because you have a choice of 600 spacious, sun- 
lit rooms with deep luxurious beds, soft water 
for bathing; because you'll receive thoughtful, 
convenient service; because you'll enjoy the ex- 
cellent foods served in the beautiful Minnesota 
Room and in the smart Coffee Shop; because 
everything possible is done to make your stay 
pleasant. 


NICOLLET HOTEL 


MINNEAPOLIS 


Official AAA Hotel’ - W. B. Clark, Manager 
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George B. Wood Heads 
Buffalo Exchange 


George B. Wood, Wood Grain Corp., 
Buffalo, N. Y., was elected president of 
the Buffalo Corn Exchange at the an- 
nual meeting held April 20. 

Other officers chosen were Earl E. 
McConnell, Rex Grain & Milling Co., 
Inc., vice president; Fred G. Krueger, 
Pillsbury Flour Mills Co., treasurer and 
Fred E. Pond, secretary and assistant 
treasurer. 

Three new directors, including D. A. 
Southwell, Southwell Grain Corp., E. 
W. Stuhr, Archer-Daniels-Midland Co., 
and Otto Tantzer, Cooperative G. L. 
F. Mills, Ine. 

In addition to this group other direc- 
tors continuing to serve are Max F. 
Cohn, Sunset Feed & Grain Co.; John 
G. Howell, Hecker Jones Jewell Mill- 
ing Co.; Fred G. Krueger, C. C. Lewis, 
Lewis Grain Corp.; Earl E. McCon- 
nell, and George B. Wood. 


KASCO BOOKLETS 

‘Two new booklets have been issued 
by Kasco Mills, Inc., Waverly, N. Y 
and Toledo, Ohio. One is entitled, 
“Kasco Poultry Guide” and includes 
many pages of information on the man- 
égement and feeding of the flock as well 
as numerous recipes for the housewife 
in which eggs are used. The other 
booklet is entitled “Kasco Turkey 
Raisers Guide” which contains valuable 
tips for those raising this type of fowl. 
Copies may be obtained free for the 
asking by dealers. 


FERTILIZER MEETING 
The 12th annual convention of the 
National Fertilizer association will be 
held at White Sulphur Springs, W. Va., 
June 8, 9 and 10. The program, ac- 
cording to Charles J. Brand, executive 
secretary and treasurer, is to be de- 
voted largely to further discussion of 
industry planning and the formulation 

of definite methods of procedure. 


INDIANA MEETING 

At a meeting held April 23 the board 
of directors of the Indiana Grain Deal- 
ers association decided to hold the mid- 
summer convention of the organization 
at the Decatur Country club, Decatur, 
Ind., on June 18. Several well-qualified 
speakers who will talk on vital trade 
problems have already been obtained. 
G. A. Pritchard, president of the asso- 
ciation, extends a cordial invitation to 
all Ohio as well as Indiana dealers to 
attend. 


W. D. WALKER, Arcady Farms 
Milling Co., Chicago, stopped at Mil- 
waukee, Wis., April 27, enroute to 
Minneapolis, Minn., on a business trip. 


AUBINEAU PROMOTED 

Myron J. Aubineau, manager of the 
Cedar Rapids, Ia., sales office of the 
Quaker Oats Co., has been transferred 
to Chicago where he will take over the 
management of the western sales divi- 
sion for the company. He succeeds S. 
A. Schermerhorn who will take over 
another sales division for the company. 
J. C. Wolleyhan, manager of the Peoria 
sales office, is to be promoted to the 
Cedar Rapids post. 


Shippers of ... 


Corn « Oats 
Feed Barley 


Poultry and Milling Wheat 


° Any Grade 
°* Any Quantity 


* Any Time 


MINNEAPOLIS 


Bunge Elevator _ 


Write or Wire for Quotations 


MINNESOTA 
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Summer or winter, the high feed- 
ing value and tonic effect of Cane 
Molasses put extra selling punch in 
your feeds. It improves their flavor, 
color and appearance. Cane Mo- 


lasses is a great feed for dairy cows. 
They like it, and it agrees with 
them. It’s good for poultry, too. 
Cane Molasses puts gains on grow- 
ing stock quickly and cheaply, 
while its tonic effect helps to keep 


them in shape. The best horse feed 
mixtures contain a liberal quantity 
of rich, nut-brown, highly digesti- 
ble Cane Molasses. Write for prices 
on top-quality Cane Molasses in 
any quantity—and get your copy of 


booklet “(Cane Molasses,” contain- 
ing formulas and many valuable 
feeding suggestions. Commercial 
Molasses Corporation, Room 2904, 
230 Park Avenue, New York City. 


| 
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MILL MACHINERY 


Get our New Low Price on the 1936 
Model Feed Mixer with all latest im- 
provements. 


Write for details. 


1936 Model 


Everything for Mill and Elevator 


Feed Mixer 


THE DUPLEX MILL & MFG. CO. 


SPRINGFIELD, OHIO 


11 West 42nd Street 


All poultry rations should 
include liberal quantities 
of DAIRYLEA DRIED 
SKIM MILK. Also good 
in all rations for calves, 
poultry and swine. Carried 
by principal feed mer- 
chants throughout eastern 


territory. 
@ 


Manufactured and Distributed By 


Dairymen’s League Co-operative Association, Inc. 


--- New York, N. Y. 


MOUNT HOLLY Farmers Cooper- 
ative Association, recently organized at 
Carlisle, Pa., has taken over the pro- 
perty of the Holly Feed & Grain Co. 
Roy Weibly is secretary and manager 
and Park Gardner is president. 

C. TRACHTE has opened a feed 
_ seed business at Johnson Creek, 
Wis. 


IODINE PRICE DECLINE 

Chilean Nitrate Sales Corp., New 
York, N. Y., has announced a decline 
in the price of iodine of 24 cents a 
pound. The new price of 90 cents a 
pound became effective May 1. Reasons 
given for the decline are the increased 
consumption of iodine by feed manufac- 
turers and the increased interest in io- 
dine by investigators in industrial fields. 


Plate ford. 


ESTABLISHED IN rds 
Calf Meal 
with 


VITAMINS 
A 


and 


Share in its sales. Write to 


Biztehford Calf Meal Co. 


Waukegan, Ill. 


Welcome Dealers 


We invite you, Central 
Dealers, to visit our offices 
and headquarters at the 
Schroeder hotel at your 
Convention on June 8 
and 9. 


STRATTON 
GRAIN Co. 


(Successors to Donahue-Stratton Co.) 


Grain & Stock Exchange 
MILWAUKEE 


BUY NOW —A good tie-up. That’s what 


we think we have to offer 
you. QUALITY COD LIVER 
OIL, the dependable source 
of Vitamin A andD Potency. 
We are in position to book 
your 1936 season require- 
ments at very attractive 
prices. Quality Products— 
quality service. 


MAIL THIS TODAY FOR PRICE 


STRATTON GRAIN CO. 
Milwaukee, Wis. 


Please quote prices on your Quality Cod 
Liver Oil for delivery during 1936. 


No. of drums. 


SAVE MONEY 


By Purchasing 
Pearl Grit and 


Calcium Carbonate 
in Split Cars 


e A surprising number of 
feed mixers have 
taken advantage of the op- 
portunity to purchase 
both their poultry grit and 
calcium carbonate from 
the same concern thus en- 
abling them to reduce 
shipping costs. 


@ Why not drop usa line to- 
day asking for complete 
details on these two out- 
standing products and 
how you can save money 
on split cars. 


THE PEARL GRIT 
CORPORATION 


Dept. FB-36 PIQUA, OHIO 
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PROMOTED BY BLATCHFORD 
H. A. (Hal) Gillott has been pro- 


moted to the position of eastern sales 
manager by the F U R E 
SELL ARMOUR’S 


gan, Ill. His terri- 
tory will include 


Pennsylvania, New 
Jersey, Delaware, 
Maryland and Vir- 
ginia, adjacent to 
the section covered 
by J. H. Stewart, 
manager of the 
New York’ and 
New England dis- 
tricts. Hal will be 
missed by his 


@I like to handle a 
product that I know is 


i ood, Armour’s Meat 
many friends in ond Bone Scraps and 
Wisconsin, Illinois and Iowa which he Meat Meal Digester 
formerly covered, who join in wishing Tankage do everything that’s | 


him success in his promotion. claimed for them. I’ve conducted 


we feeding tests for farmers all over this 
WARD WINFIELD SMITH, mem- county. I’ve proved to them and to my- 


ber of the executive staff of the Purina self that these two feeds are not only the 

Mills in Canandaigua, N. Y., died April best on the market for hogs, but thatthey Feeding Blood Flour, too—each a mighty 

8 as a result of injuries received in an work just as well for beef cattle. They give good feed for its special purpose. Every 
” 


automobile accident five weeks prior to a better finish, and a greater weight in one of these feeds is selling well. 

his death. Mr. Smith was formerly less time, and at lower cost. Armour feed dealers everywhere are 

engaged in the flour and feed business “Dairy cattle need mineralsupplements, telling the same story: Armour feeds 

in Olean, N. Y., but for the past six too. I advise Armour’s Meat and Bone move well, because they do what is 

years had been with the Canandaigua Scraps. You'll get more milk and stronger claimed for them. They save the farmer 

firm. if you it money and make money for you. If you 

x course I ca rmour’s cial are not now carrying the Armour lin 
NEW BOOKLETS Steamed Bone Poultry write for 
Two new booklets have been issued 
by the American Dry Milk Institute, ANIMAL FEED DEPARTMENT 


Chicago. One of them covers chick 
starter and growing and broiler mashes 
and the other turkey mashes. Copies 


ARMOUR “= COMPANY 
may be obtained free by dealers who eee : 


write to the institute at 221 N. LaSalle 
street, Chicago. Stock Yards Chicago 


THE 


BABY CHICK 


SEASON IS ON 
THIS ‘ 


Jacobson A jacs We are now adver- 


(Hammertype) Grinder tising PiLoT BRAND Oyster shell 
Will put real profit in your feed grind- (Chick Size) on 10 Radio Stations 
ing business. Many users say it is the and 27 Farm and Poultry Journals. 


fastest grinder in its power size re- 
gardless of price. 


Two sizes: 20-30 or 30-40 HP. May we suggest that 5 = 
Belt or direct you keep well stocked? | | PILOT 


motor driven. OYSTER SHELL 
FLAKE 
\ 
% Send for our 


Let us quote you. 


7 
FOR POULTRY 


new mill 
machinery 
ene OYSTER SHELL PRopucTs CORPORATION 


New Rochelle, N. Y. St. Louis, Mo. London, England 
A. E. Jacobson Machine Works, Inc. 


Sales Office: 405 4th Av. S. 
MINNEAPOLIS, MINNESOTA 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


Bran and Middlings 


—Higher in Protein— 


TENNANT & HOYT Co. 
LAKE CITY, MINN. 


i> 


eagy 


e HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 


(A Most Profitable Base for Feed Manufacturers) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 
Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


‘Product Not Synthetic 


Maker Claims 


Orville Carson, general manager, 
Syntha-Milk Co., Dayton, Ohio, reports 
that some members of the trade are 
under the impression that the product 
manufactured by the firm is of a syn- 
thetic nature, and expresses a desire to 
have this idea corrected. 

“Many persons believe,” he says, 
“that Syntha-Milk is a synthetic propo- 
sition due to our firm name. We ar- 
rived at our firm name from the word 
‘synthesis’ which Webster defines as 
‘the putting of things together to form 
a whole composition or combination.’ 

“Syntha-Milk which is being used 
from coast to coast by more than 1,000 
mixers, is not a synthetic product, nor 
is it a substitute for anything. It is a 
high-grade all-vitamin concentrate.” 


HOWARD ADAMS is receiving con- 
gratulations on the fact that his flour 
and feed mill at Portervilie, N. Y., near 
Buffalo, is just 100 years old. The mill 
has been modernized repeatedly but 
many portions of the original structure 
still remain. A 70-horse power Diesel 
engine has replaced the original water 
power. 


NORMAN SCHINDLER has taken 
over the wholesale and retail feed store 
in Gowanda, N. Y., formerly operated 
by Irving Wilcox. He will operate as 
the Gowanda Feed Supply Co. Mr. 
Schindler was formerly engaged in a 
similar business in Eden, N. Y 


oa] ‘‘All your needs in grain and feeds’’ - 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


THE HUBINGER COMPANY, Keokuk, lIa..... Corn Germ Meal and Gtautens pees 
ROSENBAUM Chicago, Il 


NATIONAL OATS CO., Cedar Rapids, ky 
FERNANDO VALLEY MLG. & SUP -, Los Angeles, Cal... 
HEALTH PRODUCTS CORPORATION. SLOLTRATE Concentrated Cod Liver oll 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


ESTABLISHED 


1889 


USED 


BURLAP 


AND 


COTTON 
BAGS 


TWINE 


FoR 
INDIVIDUALITY 
ALL BAGS VACUUM CLEANED 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. | 
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AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


Spring Wheat Flours 
Rye Flours 
Commercial and Mill Feeds 
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@ FAIRMONT CREAMERY CO., Omaha, Neb. Condensed and Dried Buttermilk 
L. C. NAISAWALD & SONS, INC kstrap Molasses 


Salsbury Announces Prize 
Contest for Dealers 


Dr. Salsbury’s Jaboratories, Charles 

City, Ia., announces that three cash 
a totaling $30.00 will be awarded 
to the Dr. Salsbury dealers submitting 
the best photographs of a window or 
show room display of Salsbury pro- 
ducts during the months of May and 
June. First prize winner will receive 
$15.00; second, $10.00, and the third, 
5.00. 
”s premium prize. to be announced 
later, will be awarded to every dealer 
entering the contest. Any Dr. Salsbury 
dealer is eligible for competition and 
pictures entered after midnight, June 
30, will not be considered. The dis- 
plays may be of any size and empha- 
size any idea. Expense and elaborate 
decorations will not play an important 
factor in the final consideration. 


A. L. JACOBS, manager of the Mil- 
waukee, Wis., office of the Cargill Grain 
Co., is spending a month’s vacation 
visiting Washington, D. C. and other 
interesting points in the East. 


MOLASSES SILAGE 

Commercial Molasses Corp., 230 Park 
avenue, New York, in an attractive 
booklet, suggests the mixing of mo- 
lasses with corn, alfalfa, timothy, clover 
and other crops to make a succulent en- 
silage feed. Methods of doing the job 
and the benefits to be derived from 
such feeds are explained in detail. 
Copies may be obtained free by writing 
the offices of the company. 


EXCELSIOR 


MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS 


HONOR ROLL 19 


BARLEY SHIPPERS 


Our sales are pleasing others—why 
not you? 


Ship us that next car of Bar- 
ley and let BARLEY BILL 
get you Top Price for it. 


When You Want Corn, Phone Us 


Fraser-Smith Co. 


Barley and Oat Specialists 
MILWAUKEE 


MINNEAPOLIS CEDAR RAPIDS 


You can increase your flour sales 
by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 

Let us include MINNESOTA GIRL 

FLOUR in your next car of 
®@ Queen Wheat Feed 
® Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


Guaranteed 


usiness 
expands with 


Printed messages 
They are profitable 


— 
BROS. 
EstasiisHep 1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 

522 N. MILWAUKEE STREET 


Beosnwar 1076 WISCONSIN 


Let DIAMOND 


Corn Gluten Meal 


supply your poultry mashes with a part of 
the protein usually supplied by the more 
expensive animal feeds. A worthwhile sav- 
ing is effected by this use of DIAMOND and 
a better ration results ... DIAMOND is rich 
in Vitamin A (containing 4 to 5 times the 
potency of whole yellow corn) and is an 
efficient factor in growth and egg production 
when included as liberal percentage of start- 
ing, growing and laying mashes. . . Results of 
2 years research at the Pennsylvania State 
College show that CORN GLUTEN MEAL 
produces a decidedly superior finish on tur- 
keys and helps to mature late-hatched 
43% poults at an early age... Include DIAMOND 
PROTEIN in your full line of poultry and turkey 
mashes this year. 


CORN PRODUCTS SALES CO. 


NEW YORK and CHICAGO 


Manufacturers of Buffalo Corn Gluten Feed and Heavy Sweetened Buffalo. 
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CLASSIFIED || FEEDSTUFFS 


Service department for our read- Both Cash and Futures 
ers. Low Rates: 25c per line; DREYER COMMISSION CO. 
minimum $1.00. (At it since ’92) 


Merchants Exchange St. Louis, Mo. 
Board of Trade Bidg. Kansas City, Mo. 


FEED MIXER FOR SALE 


AT A BARGAIN 


A Retail Feed Business 
with or without fully 


One ton capacity—floor level feed—has motor— 


latest style machine—used short time. Write 
CD-43, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER FOR SALE HAY AND MILL FEED 
Cutter—grade1—polisher—aspirator, one ton 


perhr. A-1 condition, guarantee. Write CM-43, 


c/o THE FEED BAG, Milwaukee, Wis. Write for Prices 
HAMMER MILL FOR SALE Midland Hay & Feed Co. 
Suitable for 20 to 40 HP. Used 6 months. ° . . 
Bargain for cash. Write MM-43, c/o THE Minneapolis, Minn. 
FEED BAG, Milwaukee, Wis. 


equipped feed mill. If 
you want a good feed 
business here’s your 
chance. 


POSITION WANTED 


| Write Lock Box 684 


ed and i i 
take sigek or partnership ifgood come bus- | Northwest Linseed Meal Co. 
n 


ness. Write BOX 181, ion, Ill. 
HEADQUARTERS FOR 
TRUCK SCALE FOR SALE 


15 Ton 9’x20’ platform scale. First class shape. Pure LINS EED MEAL 


Will sacrifice. Write DK-40, c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. Write for price delivered your station. 


HORSES AND CATTLE FOR SALE 314 Flour Ex. Bidg., Minneapolis, Minn. 
178 cows and springer heifers. 378 calves. 


| BINGHAMTON, N. Y. 


HOLD ON! 


When in Milwaukee have 


456 yearling steers and heifers. 234 two year old 


your truck pick up ton lots 


steers. All herfords. Tested. 205 good draft 


ruck or carloa ots. yrite or wire A. 
NEUHART, Fairfield, Lowa. MEAT SCRAPS 
FOR SALE OR RENT LINSEED OIL MEAL 
Flour and feed warehouse. Business established SARDILENE OIL 


track. ocation in town rite 
ER-43, c/o THE FEED BAG, Grain & Stock MANEY BROS. MILL & ELEVATOR CO. 
Exchange, Milwaukee, Wis. MINNEAPOLIS, MINN. 


of feed at our wholesale 
warehouses. 


Mill Feeds, Powdered 
Milk, Cod Liver Oil, 
Dried Yeast, Alfalfa 
Meal, Peat Moss. 


M. L. McCORMICK, Eau Claire, PURE OLD PROCESS 


tion which he recently underwent. His | Save Money. “Stand by Stan.” 


many friends are glad to see him again A. L. STANCHFIELD & CO. 
in good health and calling regularly on Wholesale Grain and Feed Merchants 
the trade. 502 Corn Exchange Bldg. Minneapolis 


Wis., sales representative for the King LINSEED OIL MEAL FEED SUPPLIES, INC. 
Midas Mill Co., Minneapolis, is back on te tc Ags Sisco ce West Allis - 1637 South 83rd St. 
the job following an appendicitis opera- | Either prompt or deferred Linseed Meal. North Milwaukee - 3328 West Cameron Ave. 


FEED and GRAIN 
Keokuk Corn Gluten Feed 
Grain & Stock Exchange Milwaukee, Wis. 


4 Deutsch & Sickert Co. | | M. G. Rankin & Co. 


anity Fair 


Flour 


Laboratory Tested. 


Made Right and Priced Right 


Grain & Stock Exchange Milwaukee, Wis. 
. Established 1892 
A. G. Bemmels Co. 
FRANKE GRAIN C0 Cheer-Up Wheat Mixed Feed 
WHOLESALE 
meorporated MILLFEED—FLOURS 
i GRAIN AND FEED 815 Chamber of Commerce 
; Milwaukee Wisconsin Minneapolis, Minn. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


EW RICHMOND 
ROLLER MILLS CO. 


W. M. 


BELL COMPANY 


Coarse Grains 


fe Sardilene Oil Central Dealers. 


MIXED OR STRAIGHT 
CARS W. A. HOTTENSEN 


NEW RICHMOND, WISCONSIN Sa Grain & Stock Exchange Milwaukee, Wis. 
“In Business Since 1897”’ 
Mill Feeds Complete Service .. Consignments .. Bids To Arrive 
Grain For Sale .. Hedging Orders 


Feeding Oatmeal denned to Milwaukee for your convention, 


You are cordially invited to 


visit our offices while in the city. 


R. G. BELL F. B. BELL 


President Vice President and Treasurer Secretary 
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NEW SALES OFFICE 

A. E. Jacobson Machine Works, Inc., 
Minneapolis, Minn., has opened new 
sales offices at 405 Fourth avenue South 
in the downtown district across from 
the city hall and within a few steps of 
the Minneapolis Chamber of Commerce. 
The move was prompted by a desire to 
be of greater service to customers. 
Some stocks of smaller machinery items 
and supplies are to be carried, but the 
new offices will be used chiefly for sales 


and display purposes. There will be on 
exhibit at all times the latest improved 
vertical feed mixers, corn cutters and 
graders, hammer mills in several dif- 
ferent sizes, magnetic separators and 
coal stokers which the company also 
manufactures. A cordial invitation is 
extended to all millers and grain men 
to make the new offices their head- 
quarters while visiting Minneapolis. 
The company’s main plant and office is 
located at 1090 Tenth avenue S. E. 


SHIP TO 


ROY I. 


Wise Choosing Goes With Success 
AMPBELL 


Grain Commission 
Merchant 


Milwaukee, Wis. 


mxcLusivelLy @ERAIN FUTURES 


Phone Marquette 2329—Direct connection to Exchange 
Floor Assures PROMPT PERSONAL SERVICE. 


DONAHUE-ASTON CO. 


759 No. Milwgukee St. 
MILWAUKEE, WISCONSIN 


Horizontal type. 
3 H.P. on 1-ton size. 
12 minutes. 
\ drive. 


DAISY BATCH FEED MIXERS 


Capacities from 4 to 2 tons per batch. Requires only 
Loads, mixes, discharges and sacks a ton batch in 
Entirely self contained. Quiet in operation. 
Write for complete information and low factory-to-user prices. 


R. R. HOWELL & CO. 


2 MALCOLM AVE. S. E. 


Motor or belt 


MINNEAPOLIS, MINN. 


Big Chief Bids You 
Heap Big Welcome 


‘100 LBS NET 


BIG CHIEF 


@ While you are in Milwaukee 
June 8 and 9 to attend the 
Central Retail Feed assccia- 
tion convention we invite 
you to visit our modern plant 
to observe the care that is 
exercised in maintaining the 
purity and quality of BIG 
CHIEF MEAT SCRAPS. 


Milwaukee Tallow & Grease Co. 


131 S. 7th St., Milwaukee 
JOE FREE, Manager 


DEUTSCH & SICKERT CO., Distributors 
GRAIN & STOCK EXCHANGE 


Business 


Builders 


Repeat business is always profit- 
able business. Get your share by 
handling “Lime Crest’’ Calcite 
products and using them in your 
mixes. 


“Lime Crest’? Calcite Flour 
in poultry and dairy feeds makes 
ccensumer friends for manufacturers 
and dealers. Produces remarkable 
results because it is so different 
from ordinary limestone. 


“Lime Crest” Calcite Crystals, 
the 2-in-1 grit, not only grinds feed 
but supplies calcium for health and 
production. Makes satisfied cus- 
tomers because it saves them 
money. Takes the place of shells 
and grit. 


Write today for information. 


LIMESTONE PRODUCTS 
CORP. of AMERICA 


Dept. 307 


Newton, N. J. 


E. Pecos Valley Alfalfa Mill 


— N. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 
Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


SPRING 
TONIC 


There’s nothing better 
than fresh, green alfalfa 
meal. It is a natural, 
wholesome feed for 


spring, summer or winter. 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 
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RIEBS VIEW 


Vol. 4, No. 5 May, 1936 Milwaukee, Wis. 


Welcome Io Milwaukee 
Central Dealers 


We are more than glad to 
know that you will be with 
us again in Milwaukee 
and we want you to visit us 
at our offices No. 608-624 in 
the Grain & Stock Exchange 
Building, 741 N. Milwaukee 
Street, while you are here. 
It is our wish that your con- 
vention will be a great suc- 
cess in every respect. 


Published Monthly by The Riebs Co., Milwaukee 


For accurate and rapid filling 
and weighing of 100-lb. bags of 
molasses feeds, dairy feeds and 
ground, soft meals 
use the new No. 13 


EUREKA 


| Sacking Scale | | 
Semi-automatic in action, with 
motor-driven feed agitator to 


handle all soft and non-free- 
flowing materials. 


Capacity range of No. 12 and 
No. 13 Models — 25 to 160 Ibs. 


No. 12 Model—for handling 
whole and scratch grains and 
all free-flowing stocks. 


Write today for illustrated cata- 
log, details and prices. 


—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BAGs! 


(Quoted from Customer's Letters) 


“*** Our truck driver was 
taking a load of flour packed 
in Werthan Cotton Bags to 
Texas and one of the bags on 
the top of the load, which was 
about 12 feet high, slid off on 
the Chat Road. The driver 
stopped his truck, expecting to 
see a lot of flour spilled on the 
road but the Bag had not even 
burst.’’ 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


{[WERTHAN]__! 


HOWES Inc. 


Silver Creek, N. Y. 


Get More Business 
USE POST-CARD ADS! 


You can now illustrate, 

print and address the 

cards yourself—all on a 

simple, inexpensive 

little called 
the 


Elliott Cardvertiser 


“Business 
Men Wise 
Cardvertise’’ 


Uncle Sam furnishes the penny postal cards. You have 
no cuts to buy or type to set. Businesses of all kinds — 
retailers, wholesalers, manufacturers—-are rapidly dis- 
covering the big results from postcard messages sent to 
customers and prospects. Time and money saving. too, 
for Churches, Lodges, Associations, all organizations, to 
contact members. 


for the interesting Cardvertiser story. Tell us 
Write NOW what business you're in and we'll include samples 


ot post-card ads from others in your line. No obligation. Address 


Cardvertiser Dept, THE ELLIOTT CO. 
125 Albany St. - Cambridge, Mass. 
Milwaukee Office: 5066 Plankinton Bidg. (Marquette 4523) 
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Just because Spring is here 
and chicks are getting outdoors, 
don’t take it for granted that 
the poultryman’s worries are 
now over. Remember, that there 
will be damp and cloudy days ahead and it 
is vitally important that chicks be afforded 
every possible protection at this season of the 
year. 


You don’t want your customers’ chicks to ‘‘go 
down’’—develop rickets—or grow poorly into 
stunted, sickly birds... hardly worth raising... 
ready to succumb to the first infection that hits 
them. Such birds are no credit to their feed! 


AND CHICAGO 
LIVE STOCK 


CONCENTRATED 
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Every manufacturer of feeds 
should appreciate fully his re- 
sponsibility and endeavor to the 
best of his ability to prevent 
this from happening. There- 
fore, just because the winter is 
over and Spring is here, don’t 
skimp on the quality of your 
mashes now! 


What chicks and growing 
birds need to develop them into 
strong, sturdy pullets and cock- 
erels is a carefully-compounded, 
well-balanced ration, containing an 
adequate supply of minerals and vita- 
mins especially vitamins Aand D. For 
this is the season when bone-develop- 
ment, growth and the building up of 
resistance to certain types of disease 
(like roup, bronchitis, etc.) are of para- 
mount importance. That is why an 
abundant supply of vitamins A and D 
are necessary at this time. 


CLO-TRATE* is a_ concentrated 
source of both vitamin A and vitamin D from 
cod liver oil. You need have no cause for 
) concern if you will incorporate CLO-TRATE 
in all your mashes at the recommended level. Your 
obligation to your customers will be discharged. And 
you can feel assured that, if their birds never see sun- 
shine— whether in confinement or on range— they 
will be amply protected by the CLO-TRATE in your 
mashes. 


ng HEALTH PRODUCTS CORPORATION 


NEWARK, N. J. SAN FRANCISCO 
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TE PRICED LOURIN 
AND WORTH ALLT COSTS 


A Profitable Habit 


Staying with King Midas flour is a profit- 
able habit. The wisdom of this policy is 
substantiated by records of the many suc- 
cessful dealers who have handled King 
Midas flour continuously for more than 20 
years. 


King Midas flour is always milled to the 
highest standard of quality—the finest flour 
obtainable. It never fails the user and as- 
sures the dealer steady, profitable, repeat 
business year after year. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 


OVER 1,000,000 BARRELS YEARLY PRODUCTION | 


| a Fe _s THE GOLDEN TOUCH 
FLOUR 
2 


